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A. |. B. CONVENTION . . . Full-scale meeting resumed, Detroit expects 1,800 delegates 
(See IN THE TREND OF BANKING .. . Pace 3) 
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Service Charges 


Strs: Your excellent article on service 
charges surely has stimulated interest in 
this subject in all parts of the country, 
judging from letters we are receiving and 
the increased volume of inquiries which I 
have heard about from George Amy. 

Incidentally, your article was mentioned 
in our Federal Reserve Bank Library 
Letter, and I am sure it has had much 
favorable publicity elsewhere. 

We surely do appreciate your fine work. 

R. W. BEzo1err, Vice-president, 

The First National Bank 
of Rochester, 
Rochester, Minnesota 


a 


Sirs: Just read your article on the 
service charge plan in the March issue and 
compliment you on an excellent job. 

The interest in the Commission’s plan, 
as evidenced by the unusually large num- 
ber of recent inquiries, -has increased 
tremendously during recent weeks. Your 
article, I know, will go a long way toward 
still further increasing this interest in the 
. plan and thereby furthering its adoption. 

All of the Commission members, I know, 
sincerely appreciate your fine co-operation. 

GEORGE R. Amy, Secretary, 

Country Bank Operations Commission, 

American Bankers Association, 
12 East 36 Street, 
New York 16, New York 


¢ 


Srrs: Your interesting article in the 
March issue of The Burroughs Clearing 
House on the subject of service charges is 
very stimulating, and I am confident will 
be productive of good results. Hundreds 
of banks throughout the United States need 
to carefully review their present schedules 
of service charges to determine if they are 
based upon operating costs for 1947. 

It is a matter of common knowledge 
that most service charges throughout the 
country have not been revised for eight or 
ten years, during which period all operating 
costs have greatly increased. Too many 
banks have been blinded by the income 
from their government bond accounts to 


fully realize that a careful analysis of their 
operating costs would show service charge 
schedules far out of line with the costs of 
servicing checking accounts. Your article 
should stimulate their thinking and cause 
a good many bankers to re-examine their 
operating position. 
CLaupE F. Pack, President, 
The Home State Bank, 
Kansas City 12, Kansas 
a 


Announcing ‘‘Bad Tidings’’ 


Strs: Most of us usually consider 
advertising as a means of transmitting 
“positive good news” which we hope will 
be welcomed by the reader-prospect. 

In the instance of the enclosed example, 
Rod Maclean, advertising manager of the 
Union Bank & Trust Co. of Los Angeles, 
was given the difficult assignment of 
sending out “‘bad tidings” to Union Bank’s 
safe deposit users; namely, that due to 





Noi C€.’ Due to progressive increases inthe ; 
operating cost of this department, the rates for safe 
deposit rentals will be increased, effective March 
15, 1947. In order that we may continue to render 
the “Personal Service” for which Union Bank is 
noted, we have kept these rate increases as mod- 
erate as possible. The new rate for your box (or 
storage space) is as shown on the attached notice. 


UNION BANK & TRUST CO 


OF LOS ANGELES 











increased operating costs, 
rental fees were going up. 

He surmounted the problem via the 
simple means of telling the story on a 
SMALL (234"’ and 134") clip-on notice, 
thus using the size of the notice to minimize 
the effect of the message. 

Yes, sometimes SIZE can be a bigger 
factor than art, layout, or typography in 
telling an advertiser’s story, “negative” or 
“positive.” 

MartTIn MICHAEL, 

Milton Weinberg Advertising Co., 
325 West Eighth Street, 
Los Angeles 14, California 


safe deposit 


Sepia-tinted photo murals decorate 100 feet of wall space 
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Nine Giant Photo Murals 


Srrs: The giant photo murals we re- 
cently installed in our bank have caused 
much comment by the local citizens and 
visiting bankers. 

We have used the two main industries of 
Danville, textiles and tobacco, as a basis. 
The other four murals show historical, 
educational, agricultural and scenic views. 

Wiiu1aM H. Dopson, Jr., 

Assistant Cashier, 
American National Bank & 
Trust Company, 
Danville, Virginia 
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In the TREND of BANKING 
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Plans Near Completion 
for A. I. B. Convention 


The 1947 American Institute of Banking 
convention will reclaim all the aspects of 
pre-war annuals when it convenes in 
Detroit, Michigan, from June 2 to 6, 
according to George J. Greenwood, Jr., 
national president 
of the A. I. B. and 
vice-president of 
the Bank of Cali- 
fornia N. A., San 
Francisco, Cali- 
fornia. 

Resuming 1941 
proportions, the 
convention will be 
attended by some 
1,800 delegates 
from 350 A. I. B. 
chapters and study 
groups. On the 
program will be six departmental confer- 
ences and seven institute conferences, be- 
sides the regular business sessions. The 
national convention debate will be resumed 
at this year’s 45th annual meeting and the 
national public speaking contest for the 
A. P. Giannini Educational Endowment 
Prizes will be continued. 

General Convention Chairman Earl J. 
Failor, vice-president, National Bank of 
Detroit, Vice-Chairmen A. O. Werner, 
vice-president, Industrial National Bank, 
Detroit, K. G. Cone, vice-president, Indus- 
trial National Bank, J. R. Wilt, assistant 
cashier of the Manufacturers National Bank, 
Detroit, and other local committeemen 
have made local arrangements. Enter- 
tainment for delegates and their guests will 
include an outing to Put-in-Bay Island 
on June 4, as well as the grand ball on the 
last evening of the convention. 

Speakers. Co-operating with Mr. Green- 
wood in arranging for some 60 convention 
speakers were Garnett A. Carter, national 
vice-president, of The Fulton National 
Bank, Atlanta, Georgia, Floyd W. Larson, 
national secretary, and Dr. William A. 
Irwin, national educational director. Al- 
though none of the speech topics have been 
announced, Dr. Herman G. Wells, presi- 
dent of Indiana University has been secured 
as speaker at the June 2 business meeting, 
and it is anticipated that another nation- 
ally known speaker will be obtained for 
the June 6 business session. 

Conferences. Under J. Leroy Dart, 
chairman of the departmental conference 
committee, and president of the Florida 
National Bank, Jacksonville, Florida, lead- 
ers for departmental conferences, as well as 
for the institute conferences, are putting 
the finishing touches on the programs for 
their respective meetings. 

Departmental conference leaders are: 
Bank Management Conference, Carl W. 
Trempf, assistant vice-president, The First 
National Bank of Boston, Boston, Massa- 
chusetts; Bank Operations Conference, 
Steve H. Bomar, vice-president, Trust 
Company of Georgia, Atlanta, Georgia; 
Business Development and Advertising 














GEO. GREENWOOD, Jr. 











A..|.B. Convention 
Schedule 


Monday, June 2 
A.M.—Registration and Sight-see- 


ing 
2:30 P.M.—First Business Session 


8:30 P.M.—National Public Speaking 
Contest for the A. P. 
Giannini Educational 
Endowment Prizes 


Tuesday, June 3 


8:15 A.M.—Departmental Conferences 
(Breakfast) 
Bank Operations 
Credits 
Institute Conferences 
(Breakfast) 
Educational 


12:30 P.M.—Departmental Conferences 

Luncheon) 

Bank Management 

Trust Business and Invest- 
ments 

Institute Conference 
(Luncheon) 

Chapter Publicity 

8:30 P.M.—National Convention De- 

bate 


Wednesday, June 4 


8:15 A.M.—Departmental Conferences 
(Breakfast) 
Business Development and 
Advertising 
Savings Banking 
Institute Conference 
(Breakfast) 


Women’s 
1:30 P.M.—Put-in-Bay Outing 


Thursday, June 5 


8:15 A.M.—Departmental Conferences 
(Breakfast) 
Bank Management 
Trust Business and Invest- 
ments 
Institute Conferences 
(Breakfast) 
Public Relations 
Public Speaking 
12:30 P.M.—Departmental Conferences 
(Luncheon) 
Bank Operations 
Credits 
Institute Conferences 
(Luncheon) 
Chapter Administration 
Debate 


8:30 P.M.—Caucuses and Election of 
National Officers 


Friday, June 6 


10:00 A.M.—Chapter Leader Clinics 
2:30 P.M.—Second Business Session 
9:00 P.M.—Grand Ball 

















Conference, J. Lewell Lafferty, vice-presi- 
dent, The Fort Worth National Bank, 
Fort Worth, Texas; Credits Conference, 
Carlisle R. Davis, vice-president, State- 
Planters Bank and Trust Company, Rich- 
mond, Virginia; Savings Banking Confer- 
ence, Everett J. Livesey, assistant comp- 
troller, The Dime Savings Bank of Brook- 
lyn, Brooklyn, New York; Trust Business 
and Investments, Louis W. Fischer, vice- 
president, American National Bank and 
Trust Company, Chicago, Illinois. 

Leaders for the institute conferences are: 
Chapter Administration Conference, W. 
Howard Martie, Farmers Deposit National 
Bank, Pittsburgh, Pennsylvania; Debate 
Conference, E. Francis De Vos, Federal 
Reserve Bank of St. Louis, St. Louis, 
Missouri; Educational Conference, Herbert 
E. Widenhofer, Fort Wayne National 
Bank, Fort Wayne, Indiana; Public Rela- 
tions Conference, D. C. Armanino, Ameri- 
can Trust Company, San Francisco, Cali- 
fornia; Public Speaking Conference, Roland 
Bratton, The Fort Worth National Bank, 
Fort Worth, Texas; Chapter Publicity 
Conference, Kathryn C. O’Connor, Put- 
nam & Company, Hartford, Connecticut; 
Women’s Conference, Alice I. Jones, Third 
National Bank and Trust Company, 
Scranton, Pennsylvania. 


Sd Sf * 


Eastern Survey on 
Saturday Closings 


Bankers throughout the country are 
watching with interest those states where 
legislation authorizing Saturday bank clos- 
ings has been enacted. At this writing, 
Connecticut, New York, New Jersey, Wis- 
consin and Rhode Island are either per- 
mitting or requiring two-day banking 
week ends. 

From the Federal Reserve Bank of New 
York comes this interesting report on the 
reaction of New York State bankers, 
shortly after that state’s permissive legis- 
lation became effective April 5. According: 
to the report, 359 of the 557 commercial 
banks in the state which responded to 
Federal’s inquiry intended closing on 
Saturdays the year around. A total of 53 
commercial banks planned to close on 
Saturdays during the summer months 
only, dnd 19 had not decided what to do. 
A total of 126 commercial institutions 
said they did not plan to close on Sat- 
urdays. , 

Of the 98 savings banks in New York 
State that advised the Federal Bank of 
their plans, 85 indicated that they would 
close Saturdays on a year-around basis. 
Five savings banks planned to close on 
Saturdays during the summer, six did not 
intend to close, and two were undecided. 

Carrying the report still further, in the 
Second Federal Reserve District as a whole 
686 banks of the 891 reporting said they 
would close Saturdays during the entire 
year, while 143 banks said they did not 
intend closing. 
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N.A.B.A.C. Meetings Reveal 
Association Progress 


Continued marked progress in member- 
ship expansion, in services rendered, and in 
research accomplishments was reported at 
the two regional conferences held in April 
by the National Association of Bank 
Auditors and Comptrollers. 

For example, a gain of approximately 
300 new members was cited by Darrell R. 
Cochard, assistant secretary of the associ- 
ation and managing editor of its National 
Auditgram. This brings the number of 
banks represented to the 2,487 mark, and 
individual memberships to 3,400. More- 
over, 309 of the 318 largest U. S. banks— 
those in the $50 million class and over—are 
members of the association. Of the 1,000 
largest banks, more than 800 are members. 

Research program. Meantime, the re- 
search program continues apace. Alvin J. 
Vogel, secretary to the research committee, 
reports that the department has handled 
over 20,000 pieces of mail since its incep- 
tion, and has prepared files on over 100 sub- 
jects, the data being available to members 
on request. Mr. Vogel has traveled about 
18,000 miles gathering operating ideas and 
material for research projects, also visited 
a large number of banks in,the process. 

Nearing completion under the research 
program is a schedule of retainment periods 
for old records, an expansion and revamp- 
ing of the original work along this line 
compiled by the association. Also well 
along is a stenographic manual. Currently 
heading the research committee is J. W. 
Massie, comptroller of the Republic Na- 
tional Bank of Dallas. 

Conferences. The two conferences in 
April were the Tenth Mid-Continent 
Regional held April 7-9 in Grand Rapids, 
and the Twelfth Eastern Regional staged 
April 20-23 in New York City. 

The third such meeting this spring will 
be the Second Western Regional Confer- 
ence to be held May 14-16 at Hotel St. 
Francis in San Francisco. An accompany- 
ing view shows final plans being laid by 


They suggest : Come to California 


three local bankers: General Chairman 
William A. Henderson, assistant vice- 
president, Anglo California National Bank, 
and the two vice-chairmen, Ira C. Chaney, 
assistant auditor, Crocker First National 
Bank, and Morgan E. Pederson, assistant 
comptroller, American Trust Company. 

These conference leaders suggest that 
bank auditing and operating officials who 
contemplate coming to California on their 
vacations should come in May and include 
the meeting in their itinerary. 
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At top: Arthur R. Burbett, national president, extends greetings to members 
Below: Alvin J. Vogel, Research Committee secretary, relays operating ideas 


Grand Rapids meeting is one of three N.A.B.A.C. regionals 


National Publicity for 
Boston Bank 


A great slice of the American reading 
public got a pleasant introduction to one 
financial institution, the State Street Trust 
Company of Boston, Massachusetts, via 
the March 15 issue of The Saturday Evening 
Post. The subject article, a full length 
piece called “The George Apleys Banked 
Here,”’ is a popular treatment of the history 
and current activity of the bank and its 
personnel. 

The article is illustrated with eight full- 
color photos which bear out the author’s 
portrayal of the quarters as “‘Colonial cum 
Federal” and his statement that “... it 
is no cold, impersonal institution, but a 
place with dignified but warm personality— 
a personality so soothing that clients with 
no business to transact sometimes drop in 
just to sit and relax.” 


° 4 ° 


On Interest Rates 


The interest rates which banks are 
charging on commercial loans are too low, 
according to Morris A. Shapiro, New York 
bank stock’ specialist. He predicts that 
boosts will take place in the current inter- 
est rates on Treasury bills and certificates, 
and believes raises here will directly affect 
rates on commercial loans, helping to make 
bank stocks better investment possibilities. 

The reason for unsoundly low rates on 
commercial loans, in Mr. Shapiro’s opin- 
ion, is that business, while replacing the 
Treasury as the principal borrower, is fall- 
ing heir to low rates previously set for the 
Treasury’s riskless securities. When rates 
on Treasury bills and certificates are ad- 
justed upward even nominally, Mr. Shapiro 
believes, the effect on corollary rates in the 
short-term field will be stimulated to 
higher and sounder levels. 

In the light of these prospects, the bank 
stock specialist suggested, bankers should re- 
plan their operations, always remembering 


their responsibility to stockholders. He 
cited the following illustration to buttress, 
by inference, the need for higher interest 
on loans. 

*“A $1,000,000 loan is made, at 1% per 
cent. The customer’s note adds °$1,000,- 
000 to the bank’s assets; while, the cus- 
tomer’s account, credited with the pro- 
ceeds, boosts the bank’s deposits by 
$1,000,000. But 1% per cent does not 
mean $15,000 profit for the bank. First, 
if the bank were a New York institution, 
for instance, it would need to post with 
the Federal Reserve Bank $200,000 addi- 
tional required reserve, equal to 20 per 
cent of the deposit increase. This it would 
ordinarily do by selling to the Federal 
Reserve riskless Treasury certificates, los- 
ing thereby % per cent income on $200,000, 
or $1,750. The higher deposit means an 
additional Federal Deposit Insurance Cor- 
poration charge of $833, slicing the balance 
to $12,417. Then taxes of 40.8 per cent 
cut the profit to $7,351, or less than three- 
quarters of 1 per cent. 

“And,” he said, “this is risk business.” 


o 


The third of a series of reports on na- 
tional debt and its management has been 
released by the Committee on Public Debt 
Policy and is contained in a notable 19- 
page booklet entitled, ““Our National Debt 
and Interest Rates.”” The previous reports 
were “Our National Debt After Great 
Wars” and “Our National Debt and the 
Banks.” 

Asserting that Government control over 
interest rates should recognize interest not 
only as a cost to our society, but also as an 
important part of its income, the booklet 
recommends adoption of a rate policy 
flexible enough to allow credit policies 
designed to curb inflation and to resist 
deflation. Another important premise set 
forth by the study is that interest rates 
should have some freedom of movement 
if they are to perform their economic func- 
tion of maintaining a balance between the 
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BANKING FOR BANKERS . . . The highly specialized 
services rendered to our correspondents are the result of 
many years of experience in working closely with the 
nation’s leading banks. At Bankers Trust Company, each 
correspondent relationship is under the personal supervi- 
sion of an officer well acquainted with the section of the 
country in which the correspondent bank is located .. . You 
are cordially invited to discuss your requirements with us 


at your convenience. 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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This side OUT when punching 
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“WEEKLY TIME RECORD WITH TIMELY COMMENT" 


FWY 





Should you have any questions regard- 
ing the new Time Card, your depart- 
CThe ment head will be glad to answer them. 


"During THIS WEEK" F 
PI IBLIC a ae 5} }Sorry--Lounges Closed. 


Thur. " 3--Men's Bridge 6PM 14/70. 


Sat. " 5--HOORAY! "Saturday 
closings” inaugurated. 
Sun. * 6--Happy Easter to All. 


"Have YOU Heard? ” 











Soft ball teams are now being formed, 
--are you interested? --see Jerry 


Hagerty, Auditing Dept. X420. 





and Trust Ce 
of NewYork 





Time card innovation at Central Hanover Bank, New York City 





37 Broan St., New York City ; ; 
supply of savings and the demand for addressing the Committee on Public Debt 














26 Offices investment funds at a high and increasing Policy, 26 Liberty Street, New York 5. 
Throughout Greater New York level of national income. Single-copy cost of the booklet is 25 cents. 
The subject booklet may be obtained by “ware See 
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A Personalized Time Card 


Since April 1 the Central Hanover Bank 

and Trust Company of New York has been 

| using a weekly time card for employees 

| which utilizes the former blank side as a 
| 






publicity medium to stimulate fellowship 
and understanding. This side of the card 
is always visible or in front when the time 
clock is being punched. 

The time card innovation has three sec- 
tions: 

A cartoon, to tell quickly a visual story 
pertinent to the recreational, business, or 
general activity of interest to the personnel. 
The cartoon is placed in the upper-third 

| section of the card. 

| A calendar of events of the week, citing the 

| date, time, place and nature of current 
activity. 

A “Have you Heard?’ section, with com- 
ments on interesting side lights of the 
organization. 

Subjects covered. All three sections are 
used as a medium of publicity for: 1. Reé- 

| reational activities such as bowling, soft 
| ball, bridge, stamp club, etc. 2. Educa- 
| tional activities and opportunities, such as 
| the A. I. B. and other schools. 3. Miscel- 
| laneous programs, including the suggestion 
| program, pension plan, etc. 4. Other 
activities, such as outside charity drives, 
| safety drives, and so on. 5. Promoting 
| prestige, good will and high regard for the 
| work of each department, by highlighting 
| the important part that each plays in the 
| bank as a whole. ‘ 
The messages obviously must be kept 
| short, because the employee holds the card 
| in hand only a few seconds. The skillful 
| 
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R information on market opportunities in 
Canada, sources of supply for raw materials and 
manufactured goods, for every type of normal 
banking service for your customers, call on The 
Royal Bank of Canada. Branches serving every im- 
portant industrial area, hundreds of towns and 
villages, offer valuable points of contact in every 
part of Canada and Newfoundland. Your inquiries 
are invited. 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 
New York Agency — 68 William Street 


Norman G. Hart—Agents—Edward C. Holahan 


Branches throughout Canada and Newfoundland, in the West 
Indies, Central and South America—Offices in London and Paris 


Total assets exceed $2,000,000,000 








use of messages, however, together with the 
factor of repetition, ten handlings a week, 
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creates a value in making the necessary 
chore of “‘punching the clock” more pleas- 
ant and provides a source of real informa- 
tion. 

The messages are placed on the card by 
a duplicating machine, thus providing the 
means of local, timely and up to the minute 
copy. 

Years ago when organizations and de- 
partments were small, it was an easy 
matter to keep the employees acquainted 
with items of interest, thereby making 
them feel part of the organization family. 
Today this is much more difficult. How- 
ever, it appears that the Central Hanover 
Bank and Trust Company through its 
new “personalized time card’ has the 
answer to the problem of supplying its 
employees with current news of interest, 
further substantiating the interest the bank 
has in them. 

+ > + 


Part-time Help Prepares 
Check Statements 


An unusual plan of preparing and dis- 
tributing monthly statements on regular 
checking accounts, and quarterly state- 
ments on budget or special checking ac- 
counts, has been used to good effect for 
some time by The National Bank of 
Harvey (Illinois). It is here described by 


bt John Hoffman, president of the bank, who 
5. writes: 
ts. ““We have made use of former employees 


who desire to work part time. These 
individuals are available to us either on 
call, or on a staggered basis: that is, we 
have certain employees come in, for ex- 


aie ample, on Monday, Wednesday and Fri- 
veg day, and other part-time employees on 
ie Tuesday, Wednesday and Saturday. At 


statement time, the bookkeeping depart- 


a ment is the only division of our organiza- 
od tion which has any excessive load of work, 
nd and that is merely the transferring of the 
balances from the old statement sheets to 

ae, the new. The old statement sheets are 
then turned over to the part-time em- 

. ployees, and the making up of the staie- 
ms ments is left in their hands entirely. This 
> eliminates using any of our tellers or other 
ind employees, in work other than their own 
” responsibility, and it also speeds up the 
the furnishing of statements to our customers, 
ai who receive them immediately after the 


first of the month. 
Time required. “Our bookkeeping de- 
a partment is operated on a delayed posting 
° plan. Therefore, the statements are turned 
over to the statement clerks by noon of 
~~ the first of each month. By noon of the 
oa second of the month, all of the statements 
soft of all of our regular checking accounts 


aye (about 2,500) are in the files or in the mail, 
tug and none of the regular employees have 
cel- been burdened with this extra work. 
san “We follow the same procedure in mail- 
¥ od ing all of the quarterly statements to our 
et budget checking account customers. This 
nag is usually done on the fifteenth day of 
the April, July, October and January, which 
— prevents the possibility of having to issue 
the statements for both types of accounts at 
the same time. We again call on part- 
ept time employees for this job, and all of the 
ard 2,500 budget account statements are in the 
ve mail within two days after the sheets are 


turned over to them by the bookkeepers. 
“We believe this program could be 
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adopted anywhere, and the part-time em- 
ployees could be anyone who has had office 
experience. They need not be bank 
employees at all, or former bank employees, 
for the work does not require extensive 
experience. 

“In making up the statements the part- 
time employees usually work in teams, two 
individuals working on each filing drawer 
of canceled checks. Thus we try to obtain 
the services of six persons, under which 
circumstances the statements are ready for 
delivery by the end of the first day. If we 
use four part-time employees, it is usually 
noon of the second day before they are 
completed,” Mr. Hoffman explains. 


° + 


**Painesville Project’’ 
Completed 


In July 1946, the Painesville, Ohio, 
branch of the Cleveland Trust Company 
awed many home-hungry communities 
with the announcement that it was plan- 
ning to sponsor a building project in that 
town of 12,000 which would supply homes 
for 50 veterans at a cost of $6,000 each. 

The building program, which has become 
known nationally as the “Painesville 
Project,” is now complete. In spite of the 
upward sweep of costs, -the project re- 
mained within its original budget. 

According to the bank, “The architect, 
. builder, lender, realtor and township 
trustees co-operated so well that the houses 
are being transferred at $6,400 to $6,500 
each; there will be a credit of $500, which 
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Marking the fulfillment of noteworthy housing project for veterans 


brings the prices down below $6,000. Some 
features were added to the homes over and 
above the original plans. It is an example 
of what can be accomplished when private 
capital and private industry really take off 
their coats and go to work.” 

Those who had a part in the planning and 
building of the homes are shown in the 
above picture as a war veteran and his 
wife sign for the ownership of their new 
home. Second from the left in the picture 
is H. R. Templeton, vice-president of 
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YOUR NO-MINIMUM-BALANCE ACCOUNTS | 


FREE CHECKBOOK or SELL-THE-BOOK PLANS 


© CheckMaster, the great name in 
pay-as-you-go, offers varied per- 
sonalized checking programs. 
Whether you give checkbooks 
free or charge for them in ad- 
vance, CheckMaster furnishes 
an imprinted checking service 
unmatched in banking history. 
Exclusive features of Check- 
Master or Chexcel personalized 
plans surmount competition. . 


Depositors are enthusiastic over 
their names imprinted on checks 
and gold-stamped on a handsome 
checkwallet. Womenlikeachoice 
of five wallet colors. Checkbooks 
include bound-in blotter, 20- 
month calendar, holiday list, 


(Check 


SYSTEMS, |INUC—_—_—_———— 


270 MADISON AVENUE, NEW YORK 16, N. Y. 





deposit record, money-saving ‘tax 
deduction page and ready-to-use 
reorder postcard. 
And most remarkable: When 
the depositor reorders, you hand 
him his imprinted checkbook in- 
stantly, right over the counter. 
Your cost? Lowest in the field. 
Inquiries invited. No obligation. 
a 
CUT YOUR CHECK COSTS! 
Make a free sample offer of 
one imprinted checkset to 
each REGULAR account. 25% 
will reorder the imprinted 
checks at their own expense. 
Ask about this ‘‘Free 25”’ deal. 
Extremely successfull! 
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Cleveland Trust, standing next to him is 
George Gund, president, and seated is 
A. G. Tame, assistant vice-president. 
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Interesting Lobby Exhibits 


Supplementing the exhibits of manu- 
factured goods appearing in bank lobbies 
nowadays to stimulate loan inquiries, are 
the various displays adorning bank quar- 
ters in the name of employee and public 
relations. 

For example, at the Chicago Terminal 
National Bank last month was an exhibit 
of outstanding photographs of two leading 
Chicago camera clubs. Seventy-five prints 
were chosen from the work of the club 
members and exhibited in salon displays 
on the main lobby floor daily. 

Another exposition which has aroused 
great public interest is the illustrated coin 
display in the head office of The Anglo 
California National Bank of San Fran- 
cisco. The 270 coins represent 48 countries 
and are from the private collections of 
D. F. Barreto and Harry Coe, officers of 
the bank. 

Perhaps the most unusual of these ex- 





From bank officers’ collections 
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© THAT LARGE BLOCK OF STOCK 
NBD BE NO PROBLEM 


HE predominance of large blocks of stocks in 

an estate has always confronted executors and 
trustees with special difficulties. Today’s tax sched- 
ules bring these difficulties into sharp focus. 


Fréquently, a Secondary Distribution or a Spe- 
cial Offering on a Stock Exchange is the proper 
solution of the problem. Or, perhaps the block 
is suitable for private placement with a few large 
investors. 


In any event, best results are obtained through 
the cooperation of an investment firm which is 
familiar both with the requirements of trusts and 
estates on one hand and with the market for such 
securities on the other. 


Whatever your particular investment problem 
you will find one of the partners of Smith, Barney 
& Co. qualified to advise you. Or, if you desire, a 
general description of our firm is available in 
the booklet, ““WHAT SMITH, BARNEY & CO. OFFERS 
You.” For your copy, write this firm at 14 Wall 
Street, New York 5, Department AN. 








Smith, Barney & Co. 


Members New York Stock Exchange 


PHILADELPHIA NEW YORK CHICAGO 








ONE INVESTMENT FIRM THAT CAN MEET ALL INVESTMENT REQUIREMENTS 
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THE 
NEW YORK TRUST 
COMPANY 


Accurately 
adapts its 


many services 









to each cor- 
respondent bank's 
particular 

needs 





100 BROADWAY 


MADISON AVENUE 
AND 40TH STREET 


TEN 
ROCKEFELLER PLAZA 


Member of Federal Deposit 
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Bank radio program, promoting farm loans, features student discussions 


hibits was recently seen at the Chase 
National Bank in New York City. For 
some reason, bank employees are rec- 
ognized generally as fervent hobbyists. 
Noting this, Chase National turned over 
parts of its lobby to a display of the 
hobbies of some 200 members of its staff. 
Thought by some to be the ouststanding 
hobby exhibited, and one which shows the 
scope of the display, was the collection of 
smoking pipes owned by William A. Scoley. 
Of his assortment of 400 pipes, 65 were 
shown; the total collection fs worth about 


Builds good will 


in elely re arieleser 





Bank customers like the ThriftiCheck plan and tell their: 


friends and associates all about its special advantages— 


low cost, simplicity, convenience and immediate deliv- 


ery of imprinted checks. 


This popular acceptance of 


ThriftiCheck service is one of the sure things a bank can 


count on to build the right kind of public relations. 


Bankers Development Corporation, 31 Nassau St., New York 


THE PREFERRED NO-MINIMUM-BALANCE PLAN 








$10,000. Another hobby showing which 
brought a lot of attention was that of 
employee V. L. Brown. It was a splendid 
collection of wooden nickels! 


¢ ¢ ¢ 


School Radio Show Proves 
Effective 


In the April issue, mention was made of 
the “Junior Town Meeting of the Air,”’ an 
unusual radio program sponsored by the 
First National Bank, Waterloo, New York. 

From Edgar H. Backus, vice-president 
of that bank who is largely responsible for 
the program, comes the following review 
of its purpose and effectiveness as a medium 
for advertising the bank’s farm loan 
services. 

“For the first time, we are now able to 
offer farmers in surrounding counties long- 
term farm mortgages on an equal basis 
with other borrowing customers, at 4 per 
cent for twenty, or even thirty, years. 
This is the fact that we publicize during 
our Saturday half-hour radio show. 

“The program itself is a student discus- 
sion group and is under the guidance of 
teachers. All of the young people from 
various schools in the surrounding counties 
are invited to take part on a competitive 
basis, three or four students speaking on 
each program. 

“The audience for the bank’s advertising 
is insured, for is there any parent who will 
not listen to his children on the radio? As 
for the program’s effectiveness as an adver- 
tising medium for farm loans in this rural 
community, totals outstanding are increas- 
ing monthly and the result is very gratify- 
ing, both from the standpoint of benefits 
to our farmers and net return to the bank.” 


° S 


Name Change, Convention 
for Safe Deposit Men 


At a recent reorganization meeting of 
the National Safe Deposit Advisory Coun- 
cil it was voted that the name of the 
National Safe Deposit Advisory Council 
be changed to The American Safe Deposit 
Association. 

+ 
The New York State Safe Deposit 
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Association will be host to bankers and 
safe deposit men from all over the country 
at its 1947 convention to be held at the 
Waldorf-Astoria Hotel, New York City, 
October 3rd and 4th. This convention 
will immediately follow the A. B. A. Con- 
vention at Atlantic City, New Jersey, and 
will just precede the Financial Advertisers 
Association convention which will also be 
held at the Waldorf. 

Mr. John Elbe, president of the New 
York State Deposit Association recently 
said, ““We hope to discuss at our conven- 
tion, in addition to technical subjects, 
operating costs and proper compensation 
for our services, access charges, training of 
personnel, advertising, model safe deposit 
legislation and other interesting subjects.” 

The program of the convention is not 
yet available, but a preliminary meeting 
will be held in the hotel on Thursday 
evening, October 2nd. Morning and 
afternoon business sessions will be held on 
both Friday and Saturday, October 3rd 
and 4th. There will be a banquet and 
dance Saturday evening. Entertainment 
in the form of fashion shows and selected 
tours will be provided for the wives of 
visiting delegates. 

Communications concerning the. con- 
vention should be addressed to: Conven- 
tion Chairman, New York State Safe 
Deposit Association, 17 East 42nd Street, 
New York 17. Hotel reservations may be 
made directly with the hotel. 


* ° 


Comic Book Teaches Thrift 


The enjoyment that children receive 
from reading comic books is being utilized 
by the American Bankers Association to 
teach constructive lessons about thrift and 
banking services. 











To be distributed by banks 


The medium is a new book entitled 
“Peter Penny and His Magic Dollar.” It 
will soon be available to banks for distribu- 
tion to their customers. 

Printed in full color, the new publication 
portrays the adventures of a small boy 
assigned to write a school composition on 
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the subject of banking. His chore is made 
easier by the assistance of “Peter Penny” 
and his flying dollar bill which takes the 
place of the mythical magic carpet. On the 
flying dollar the two hop all over the coun- 
try and see firsthand the part banking 
plays in personal, business and govern- 
mental affairs. 
errs . 


A Sweet Thought 


A huge Easter basket filled with several 
hundred bags of jelly beans individually 
wrapped in cellophane proved quite an 
attraction in the main lobby of The 
Franklin Square National Bank, Franklin 
Square, Long Island, during Good Friday 
afternoon this year. 

More than 1,000 youngsters crowded 
into the bank for what has become their 
annual gift from the institution. 

In addition to the bank’s unusual 
Easter decorations and juvenile activity 
because of the candy, the lobby was beauti- 
fully decorated with rows of flowering 
Easter plants. 

. . ° 


The Operation of a Govern- 
ment-Owned Bank 


Unique among financial institutions in 
Australia and probably with no exact 
counterpart in the world is the Rural Bank 
of New South Wales, government-owned 
and operated institution which operates 
side by side with privately-controlled 
branch banking corporations. Its func- 
tions and policies form an interesting com- 
parison with banking practices in the 
United States and elsewhere. 

It may be recalled that the October issue 
of The Burroughs Clearing House contained 
an outline of new legislation by which the 
Australian Government greatly strength- 
ened the powers of the Commonwealth 
Bank as a central bank, giving it extensive 
powers over the commercial or trading 
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Easter candy distribution attracts juvenile population to the bank 


banks, although it also competes with 
them for general banking business. 

Fifty-eight offices. The Rural Bank of 
New South Wales is another example of a 
government-owned financial institution set 
up to render credit assistance and counsel 
to private enterprise. It operates under 
statute and is governed by a board of three 
Government-appointed commissioners. The 
head office and one branch are in Sydney, 
while 56 other branches are scattered at 
strategic points through the State. The 
staff totals 1,300. 

The Rural Bank differs from- other 
Australian banks in that it is more highly 
specialized in its activities on behalf of 
farmers, home builders, and individuals in 
need of smallloans. However, clients range 
from small farmers to big landholders, and 
from country stores to large co-operative 
concerns financed up to $3,250,000. 

Bulwark of the bank’s general activities 
is a field staff of experienced valuers who 
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mS) Barometer Reading 


New England business, like its weather, 
is changeable and requires experience in 
reading the signs. For over 111 years this bank 
of “Outstanding Strength” has been in close 
touch with conditions in this section. This ex- 
perience enables it to provide prompt action for 
correspondent banks, no matter how difficult or 
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assess securities offered for loans. An im- 
portant part of the valuer’s job is to visit 
bank clients and advise on technical and 
business problems. Many field staff mem- 
bers are agricultural college graduates, 
some of whom were financed through 
school by the bank. 

Agricultural loans. One department 
of the bank makes farm loans under very 
liberal terms, mainly to assist such projects 
as fodder conservation, pasture improve- 
ment and herd improvement. An advance 
against fodder already conserved will be 
made at 1% per cent per annum, repayable 
in installments over three years. Advances 
for the erection of silos or sheds for the 
silage of fodder are repayable by install- 
ments over 15 years at 3 per cent. Pur- 
chase of bulls is facilitated by advances 
of up to 50 guineas for each animal, 
repayable by quarterly installments up to 
five years at 4 per cent. 

A biweekly radio program, “The Agri- 
cultural Magazine of the Air,” is sponsored 
by the bank over a 25-station network. 
Participants have included Claude R. 
Wickard, former U. S. Secretary of Agri- 
culture, and Dr. Hugh Bennett, noted soil 
conservation authority in the U. S. 
Department of Agriculture. The bank 
also makes films on such subjects as pig 
breeding, soil conservation and bush fire 
control. 

Home loans. Another department in 
the bank specializes in home loans, and in 
counseling prospective home owners. Many 
former builders are on the valuing staff, 
and they help to keep the homeseeker on 
the right track. A plan book service 
assists with a choice of home designs. 

The most recent field entered by the 
bank is the granting of personal loans, 
particularly where individuals have become 
deeply involved financially. Pressing debts 
and commitments are taken over by the 
bank, and the borrower is given the chance 
to repay at low interest rates with the 
easiest possible installments. In many 
instances, employers are co-operating by 
taking repayments from the employee’s 
wage envelopes. 

The highest single loan the bank will 
grant on a personal basis is $975, but 
average loans are only a fraction of that 
figure. Terms up to three years are allowed. 
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Contest Promotion Idea 


The Northwestern National Bank of 
Minneapolis, Minnesota, wishing to tie in 
the innovation of a new escalator with its 
second floor savings department service, 
recently conducted an interesting contest 
which was publicized by advance full-page 
newspaper advertising. 

To enter the contest patrons had to ride 
the escalator up into the bank, sign 
“round trip”’ tickets and deposit the tickets 
in a receptacle on the banking floor. A 
total of 14,827 persons entered the contest 
on the first day. At the conclusion, 1,015 
initial deposits on savings accounts were 
awarded, the first prize being $100. 

Attractive display boards on the lobby 
floor and near the new escalator, as well 
as window displays facing the street, call 
attention of passers-by to the escalator 
and to the savings department. 


° ° ° 


Noteworthy Remodelings 


Few banking quarters have been the 
object of more enthusiastic approval than 
those of the newly modernized State 
National Bank of Texarkana (Arkansas) 
pictured above. 

The view in the picture is toward the 
front of the lobby. Shown at the left and 
in front are the modern tellers’ windows. 
To the right is the credit department with 
discount and collection windows. Farther 
to the right is the officers’ space. On the 
right of the officers’ quarters is a luxurious 
president’s conference room. 

The elimination of all machine noise has 
been accomplished in the lobby. Only per- 
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sonnel who contact the public are in sight. 
Behind each teller’s window is a door lead- 
ing into the bookkeeping department. The 
bank finds that the proximity of tellers to 
records, plus the quiet atmosphere, is con- 
ducive to accuracy and efficiency of the 
staff members who deal directly with the 
public. 

One color scheme is carried throughout 
the lobby and adjoining rooms. Russet 
carpets and mahogany furniture in the 
officers’ space, for instance, blend with the 
dark brown tile border around the lobby, 
which is accentuated by the beige marble 
counters, glass top rail with aluminum 
trim, and colonnade of light blue, supported 
by walls tinted deeper blue. 

All parts of the new quarters, from the 
basement vaults and transit department 
throughout the main floor rooms, are air 
conditioned, indirectly lighted and acousti- 
cally treated so that wherever customers 
or employees go conditions approximate 
those in the illustrated lobby. 


+ 


Of the new trust department quarters at 
The First National 
Springs, Colorado, which are illustrated 
here, one reporter commented, “‘ . cer- 
tainly among the most beautiful in the 
country.” 

Mr. C. P. Mechling, trust officer of the 
bank, gives a more modest appraisal of the 
commodious new department: 

“Our trust and estate business has been 
steadily increased during the past several 
years, necessitating this remodeling of a 
portion of the second floor of our building. 
This picture shows only a part of the room, 
which is 40’ x 40’ in size. 


Bank of Colorado - 


Top view: State National Bank of Texarkana 
(Arkansas) 
Below: Trust quarters, The First National 


Bank of Colorado Springs 


Their features are described 


“The open doors at the rear of the room 
open into two large conference rooms and 
the trust department library. The trust 
teller’s cage and the bookkeeping and gen- 
eral work area adjoin the main room at the 
other end. A new fireproof vault and three 
additional coupon rooms complete our 
second floor improvement which, of course, 
includes rest rooms. 

*“‘All the rooms are beautifully finished 
and fully carpeted. The walls are paneled 
in walnut. The entire quarters have the 
latest fluorescent lighting and the ceiling 
of the main room is decorated with gold 
leaf trim. 

*“Access to the new trust department is 
only by automatic elevator from the main 
floor of the bank. 

“Partitions are situated so that addi- 
tional space in this wing of the building 
can be made available with little effort if 
needed in the future.” 


Sd ° * 


School of Banking 


A 95 per cent increase in the size of the 
student body and faculty of the School of 
Banking at the University of Wisconsin, 
being sponsored June 2-14 by the Central 
States Conference, further indicates the 
intensified interest which bank officers 
have in improving and broadening their 
knowledge. 

Increased facilities will permit the 
accommodation of 365 students and faculty 
members, and still the number of appli- 
cants exceeded the possible quota. Over 
AO lecturers were added to the faculty, to 
maintain a high ratio in relation to stu- 
dents. 

* + + 


Small Business Loans 


Whereas it is reported that banks gener- 
ally are becoming increasingly cautious in 





No Business 


Stays Small 
... ty Choice 





jiest Reactions wi moves tense we leaf. Our burtings of 

ed in our national cheracter—urges 
ae Romp te vigorous, competitive mouth. Lack of capital, 
nomena, Sn aee one thing thet can keep a Tom Thamb busi- 
ness from 


Se, in borrowing bank funde to meet in- 
creased eagedlle to make i 
buy equipment A. supplies; and for all ” other outlays that 
go hand-in-hand with sound develop: 
And you'll find Valley Bank credit terms flexible enough to 
= your requirements—ehort-term loans that are repayable in 
g Sump come 0s tohger. teem term loans that can be repaid out of 
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cover the Valley Bank to be not only « dependable source of 
credit, but a friendly, understanding financial and business 
cqunselor, as well, 


VALLEY NATIONAL BANK 


WEMSTH FEOERAL GEPOSIT INSUMARCE CORPORATION 








To speed business growth 
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their loan policies, particularly in regard to 
marginal credits, the accompanying adver- 
tisement indicates that the Valley Na- 
tional Bank in Arizona is continuing its 
aggressive program of loans to small busi- 
ness. Its practice of applying installment 
credit principles to such loans has become 
widely known. 


¢ ° ° 


Boston and Rio Join Hands 


A revival of interest by American banks 
in the establishment of foreign branches, 
evidenced in the Far East by Bank of 
America’s opening of a Manila office, now 
has a counterpart in South America. 

Thus the First National Bank of Boston 
on April 15 expanded its activities in that 
sector by opening a sizable branch in Rio de 
Janeiro, supplementing its long-established 








Boston bank’s new Rio branch 


branches in Argentina. The Rio office 
occupies four floors and the basement of 
the modern building shown here; its address 
is Avenida Rio Branco 18. 

While acknowledging that Brazil will 
still have many “growing pains,” W. Lati- 
mer Gray, vice-president in charge of First 
National’s foreign operations, expresses 
belief that the country has a great future. 
He compares its present industrial expan- 
sion with the advance made by the United 
States during its earlier days. He also cites 
intensified interest in 
Brazil on the part of 
American manu- 
facturers through 
establishment there 
of branches and sub- 
sidiary companies. A 
primary purpose of 
the bank’s Rio office 
is said to be to help 
American exporters 
< and importers assist 
JOHN G.CARRIKER in development of 
Brazil’s vast re- 
sources. Heretofore a general representa- 
tive has handled the bank’s affairs. 

The Rio branch will provide complete 
banking service, not only for American 
firms but for Brazilian companies as well. 
John G. Carriker, vice-president, will be in 
charge, with Matthew E. Gately, Jr., and 
Edmund F. Munn associated with him as 
managers. 


























FIRST CITY 


Buffalo leads the world in flour and feed 


milling ... annually mills over 60,000,000 
bushels of wheat alone. 


The Marine Trust Company has been asso- 


ciated with the industrial development of 


Buffalo since 1850. 


Member of Federal Deposit Insurance 


Corporation 


— ¥ | ’ | 
MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 



















SERVICE 


If we give good service we sell 
more banks. If we sell more 
banks we sell more checks. If we 
sell more checks we make more 
profit. If we make more profit 
we give more value. If we give 
more value we serve more banks. 
Therefore, based upon this simple 
line of reasoning, the number of 
banks we serve each month should 
establish what kind of service 
we render. 


So let’s look at the record. And 
please note that the average 
number of banks we serve each 
month is no indication as to the 
number we serve in the course 
of a year. Nor is it any indication 


of our dollar volume because our 
billing to many banks is exceed- 
ingly small. Nevertheless, the 
figures which follow have great 
significance if you are interested 
in service. 


Avg. No. Banks 


Year Billed Each Month 
RPE ah we ie 3,016 
oh do | aay ae 3,102 
SE > sane So 3,328 
19Me os V3 3,599 
WE Le, 4,153 
GE Se 4,297 
iio ex 5,049 
SRS CaPaa ae 3,225 
1945 5,883 





Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 
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THE CHASE 
NATIONAL BANK 


OF THE CITY OF NEW YORK 


STATEMENT OF CONDITION, MARCH 31, 1947 


RESOURCES 





Cash and Due from Banks . . .. . . . « $1,104,329,867.65 
U. S. Government Obligations. . . . . . . 2,140,178,183.69 


State and Municipal Securities. . . ... . 116,207,254.97 
Other Securities . . "Seance ra ae ea 175,204,016.86 
Loans, Discounts and Sechety Acceptances . .  1,251,548,704.91 
Acctued Interest Receivable . ...... 11,341,482.75 
a ae 6 we ek ot ee Oe 7,560,513.37 
Customers’ Acceptance Liability . . ... . 9,659,573.65 
Stock of Federal Reserve Bank. . ..... 7,950,000.00 
ee eee a ke eee ee 32,182,818.50 
oe ei oe a ee 4,418,706.76 





$4,860,581,123.11 








LIABILITIES 





Capital Funds: 
Capital Stock. . . . «. «~ $111,000,000.00 


Surplus . . . . . . . 154,000,000.00 
Undivided Profits . ... 49,048,847.23 





$ 314,048,847.23 


Dividend Payable May 1,1947 ..... .» 2,960,000.00 
Reserve for Contingencies . . . . . «© « « 16,296,079.05 
Reserve for Taxes, Interest, etc. . . . «© « « 13,035,153.79 
ea ee an ee ee a ae eee 
Acceptances Outstanding . . $ 14,629,451.44 

Less Amount in Portfolio. . 4,217,045.15 10,412,406.29 


Liability as Endorser on Acceptances 
and Foreign Bills . . . . . « 


Oeher Liabslities . «© © © © @ & 





7 8 2,860,802.44 
° © © e@ 12,811,750.55 
$4,860,581,123.11 











United States Government and other securities carried at $401,086,340.00 are pledged 
to secure U. S. Government War Loan Deposits of $149,221,289.01 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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Mr. Calkins outlines his views regarding organization, operations, personnel and public relations 


A CHALLENGE TO MANAGEMENT 





‘LRansition Policies 


How the post-war changes and problems in banking are being met 
in one institution through a well-developed program of action 


OW can bank management effec- 
H tively meet the transition taking 

place in banking today? As 
we look at the picture in its full 
breadth we see many changes in the 
wake of war, some of them far-reaching 
deposit-wise, loan-wise, investment- 
wise. New and trying personnel and 
operational problems have arisen. Re- 
lations with the public, itself in a state 
of flux, requires unflagging attention. 
And in the background we see the 
profound economic, social and political 
changes of the post-war era. All these 
add to the tasks of management and 
present a greater challenge to the 
thinking of our senior officers. 


By 
ALLARD A. CALKINS 


President, The Anglo California National Bank of 
San Francisco, San Francisco 20, California 


Most bankers are familiar with the 
effects of these changes and unques- 
tionably many of them have developed 
programs of action. It is not my inten- 
tion in this article to offer definite 
solutions for the problems those changes 
have created, but rather to comment 
briefly on some of our bank’s policies 
and its philosophy. 


Early in our post-war thinking it 
was recognized that if our senior 
officers were to do an effective job of 
planning, operational ‘‘ted tape” would 
have to be eliminated. In my experi- 
ence as a practicing attorney and as a 
bank executive, I have seen that nearly 
every sizable business has too many 
reports, forms and records representing 
duplications of effort. I have long 
believed that unnecessary paper work 
is one of the greatest obstacles to 
efficient bank operation. 

Since the turn of the century the . 
banking business has adopted count- 
less new systems and procedures, yet 
at the same time has failed to elimi- 
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nate many traditional practices. That 
is what I mean by “red tape.” The 
Burroughs Clearing House’ and other 
magazines offer many excellent sugges- 
tions for busy bank executives. Offi- 
cers read them, decide to put some 
improved procedure into effect. Too 
often, however, they forget to elimi- 
nate the outmoded system, or at least 
some parts of it. 

Back to 1873 goes the organization 
of the Anglo Bank, which now operates 
twenty-three offices in northern and 
central California. Over the years, 
like other long-established businesses, 
it has developed an extensive system 
of reports and procedures. Nearly a 
year ago we decided to form a reports 
committee, which would investigate 
and reduce to a minimum the number 
of reports being made and the infor- 
mation reported in them. 

This committee consisted of two 
senior officers who were likewise direc- 
tors, the cashier and an assistant vice- 
president, our operations officer, who 
served as its secretary. All branch 
managers and department heads were 
notified that a survey was being made 
and that for a period of,one month an 
extra copy of all reports was to be 
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attached to a special questionnaire. 
The latter was designed to find out 
how much time and effort were re- 
quired to produce each report, and 
whether it could be eliminated, simpli- 
fied, or was a duplication of informa- 
tion requested on other reports. 

As the questionnaires and accom- 
panying reports came in, the commit- 
tee secretary submitted them for 
review and consideration to the officer 
who normally received them. Later a 
meeting was held between the com- 
mittee and that officer, where. he 
explained the purpose of each report 
coming to him and justified its value, 
if any. The committee, after apprais- 
ing the usefulness of each report, 
either approved, revised or eliminated 
it. If revised or eliminated, all offices 
and departments concerned were noti- 
fied of the changed procedure to be 
followed. 

On loan reports, for instance, the 
final revisions approved by the com- 
mittee have saved hours monthly for 
each office. The elimination or simpli- 
fication of reports has also reduced 
considerably the work of the account- 
ing department. The effort to im- 
prove the situation is continuing. 


Another major aid to busy senior 
officers is our division system of organi- 
zation, which co-ordinates thought 
and action on matters requiring execu- 
tive decision, and places the more 
detailed duties in the hands of junior 
officers who act as secretaries of the 
respective divisions. This system has 
greatly reduced the time that our 
senior officers would otherwise have to 
spend individually on the matters 
under consideration. 

Our bank has nine management 
divisions, including executive, loan, 
bond investment, trust investment, 
trust administrative, insurance, sundry 
loss, banks and bankers and public 
relations. In addition, there are 
several advisory and special commit- 
tees. The work of these committees, 
as well as that of directors’ meetings, 
has been’ expedited substantially 
through the presentation of simplified 
reports. 

A typical example is the loan com- 
mittee, which meets daily. The first 
thing this committee considers is a 
condensed report of all loans made 
over a specified amount. The com- 
mittee can reach its decisions quickly 
and definitely because the reports are 


In its personnel program the bank encourages a friendly, democratic atmosphere, stresses training for leadership 


Partial sample of a periodic letter from President Calkins 





Dear Member of the Steff: 
at regular intervals. 


buried treasure lies in our minds. 
are unexpressed benefit no one. 


through the medium of a letter. 
fail to make as many calls as possible. 


interest to our institution. 
dering. 


good. 
Anglo Bank service ie unexcelied. 


ing the year ended August 31. 


more people. 
Head Office. 


reference. 


phers. 
helps make everybody 


lars. 


fellow workers. 





4 LETTER PROM THE PRESIDENT 


I wish it were possible for me to have a little informal chat with you 

I am sure such meetings would be beneficial--I know 
they would be to me because then I would know what you are thinking. 
Thoughts for the good of the bank that 


In view of the fact that it is impossible for me to visit each office 
and each department regularly, I plan to call on you from time to time 
This letyer will not mean that I shall 
tn general, 
the condition of the bank and other news of interest, will set forth what 
I am thinking and ask for an expression of your thoughts on any subject of 


Now about the present condition of our bank--more and more people, 
judging by the number of new accounts opened, want to bank with us. The 
reasons must be our convenient locations and the good service you are ren- 

However, let's not become self-satisfied. 
Occasionally we receive a complaint; but in the main I eam sure that 


As of August 31 we had 64,904 commercial accounts and 113,568 savings 
accounts, an increase of 9,896 commercial and 6,128 savings accounts dur- 
Our depos its--eround $450,000, 000--are 
holding steady, although there is reason to think that balances in all 
banks may run off somewhat in coming months. 


What we would like is more accounts--more commercial accounts, more 
savings accounts, more special checking accounts, the opportunity to serve 
When you obtain a new account for our bank be sure to tell 
your branch manager or department head so that he, in turn, can advise 
I am always interested in the accomplishments of our employ- 
ees and the Personnel Department highly values such information for future 


We need more personnel too--bookkeepers, tellers, clerks, stenogra- 
You will help your bank--as well as yourself, for a larger staff 
8 work smoother--if you will tell any of your friends 
or relatives who may at present be unoccupied or seeking a field offering 
security and opportunity, about there being openings at Anglo. 
manager, or Mr. Hamilton at the Head Office, will gladly give you particu- 
Your cooperation will be appreciated by me and, I am sure, by your 





September 17, 1946 


Much 


it will tell you about 


All our service ‘4 not 


Annual report sent individually to employees 


Dear Member of the Staff: 


The annual report to the 
sharcholders of Anglo Bank is a 
report which I feel should also 
be made to its staff. I am, there- 
fore, addressing this copy to you. 
I ask that you give it your at- 
tention and I hope that you will 
take much satisfaction from it. 

The management is not un- 
mindful of the great contribution 
the staff has made to the success 
and growth of our bank. 


Sincerely yours, 
Auiarp A. CaLKINe 


President 


January 14, 1947 








Your branch 
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Title of Report 











Decenb er Novemb Decemb 
° a 12h6 30. 1946 Us 1945 
1. Form number Officer or Dept. Daily, Weekly, Loans - Rccteanss 00,000,000 00,000,000 00,000,000 
Requesting Report Etc, Loans - Contract 


















































0,000,000 0,000,000 * 
2. Prepared by Checked by Loans - Real Estate 00,000,000 00,000,000 00,000,000 
Securities - U, S, 000,000,000 000,000,000 000,000,000 
3. Prepared during banking hours or on overtime? Securities - Other 00,000,000 00,000,000 00,000,000 
Cash and Due from Banks 000,000,000 00,000,000 000,000,000 
&. Approximate time required to prepare report Fixed and Other Assets = 
5. Number of copies Disposition of copies Tot ~ 000,000,000 000,000,000 000,000,000 
CAPITAL - eee ~_ OTHER skulS 
eposits - » individual by 000,000,000 000,000,000 000,000,000 
Deposits - Demand, Publie Funds 00,000,000 00,000,000 00,000,000 
6. Is report first handwritten? | Deposits ~ Time, Individual 000,000,000 000,000,000 000,000,000 
Deposits - Time, Public Funds 00,000,000 0,000,000 0,000,000 
7. Is it then copied or typewritten? Deposits - Banks & Bankers,etc, 
8. Ie it typewritten from original recorda? Tobal Deposits 000,000,009 000,000,000 900,000,000 
Capital, Surplus, Undivided Profits 00,000,000 00,000,000 00,000,000 
9. Is report designed so that the information requested can readily be taken Reserve, Security Depreciation 000,000 000,000 0,000,000 
Reserve, Contingencies Unallocated 000,000 000,000 000 ,000 
from original records? Other Surplus Reserves : 
00,000, 00,000,000 00,000, 
10, Is extra preparatory work required? (Describe on reverse side of thie sheet) Accrued Expense & Other Lisbilities 
~- Ri ves - b. 000,000,000 000,000,000 000,000,000 
ll. foes this report contain information also requested in other reports? (If 
i t' t . t l 8 
puidsnncant apelinnce Goya he. Ny reverse side of this sheet. Give the TS ercial 0,000 0,000 0,000 
. Interest - Contract & Installment Loans woe he aan 
‘ Interest - Real Estate Loans 0 Q, e 
12. Can the attached report be simplified? If so,- how? Intereat = 0. 8+ 2 00,000 00,000 00,000 
Interest - Other Bonds 0,000 0,000 000 
Other Income 2,000 9,000 
13. Oo you think this report would serve the same purpose it now does if it Daily Normal Operating Earnings 00 ,000 00,000 00,000 
were prepared lese frequently? What would you suggest? wee on Deposits 0,000 0,000 0,600 
Salaries 0,000 0,000 | 0,000 
Taxes and Other Expense 9,000 9,000 
14. Does this report assist you in the operation of your office! 00,000 00,000 00,000 
. 0,000 0,000 0,000 
>. ae 0,000 0,000 0,000 
ng 0,000,000 0,000,000 0,000,000 
Total Operating Expense 0,000,000 0,000,000 0,000 ,000 
Net Operating Income ~ 0,000,000 0,000 ,000 0,000,000 





Recoveries and Profits 


Losses ami Non-recurring Expense 000,000 000,000 0,000,000 
Total Earnings and Profits 


Date Office Manager 








YLELDS 
Tield Rate - Bonds 0.00 0.00 8 00 
Yield Rate - Commercial Loans 0,00 0,00 0 0 
Yield Rate - Real Estate Loans 0,00 0,00 0,00 
Yield Rate - Contract and Installment Loans 0,00 0,00 0,00 
Yield Rate - All Assets 0.00 0,00 0,00 
Ratio Net Operating Profit to Capital Funds 0,00 0,00 00,00 
Above: Questionnaire used in the bank’s program to reduce StALISTIGS 
paper work, permit more time for effective planning. © Tuas Bipeuttn by feted be oo pe Bee BS 
Number of Commercial Accounts . 00,000 00,000 00,000 
At right: The bank’s new, simplified report for directors — = mr poten nga a betes baa * 
Total Accounts 000,000 000,000 000,000 
Total Number of Staff 000-00 p.t, 000-00 p.t. 000-00 p.t. 
Salary Cost per M Deposits 9.00 0. 





Operational ‘‘red tape’ is being eliminated 





streamlined, yet all essential facts 
covering loans and lines of credit are 
clearly given. 

It has long been banking practice 
at directors’ meetings to feed the 
members a quantity of information 
about the bank’s condition piecemeal 
and in bulky form. Often, by the time 
each member has poured over the pile 
of papers before him, little time re- 
mains to discuss new business, or the 
meeting must be prolonged. A stream- 
lined, simplified statistical exhibit pre- 
sents pertinent facts, saves much time 
for our directors, gives them a clear 
picture and enables them to turn 
quickly to the consideration of other 
matters listed on the agenda. A copy 
of the form of this exhibit is here 
presented above as one item in which 
we take considerable pride. 

One of the immediate and most 
noticeable effects of the end of war- 
time financing is the disappearance, in 
large part, of United States Govern- 
ment deposits on war loan account. 
This was, of course, expected, as was, 
to some extent, an increased demand 
for bank credit on the part both of 
business enterprises and of individuals. 


The speed with which business has 
utilized its surplus funds in reconvert- 
ing to peacetime operation has ex- 
ceeded most estimates, and so has the 
consequent increase in the use of bank 
credit. Surprising to many, too, has 
been the rapid revival of individual 
installment credit, partly because some 
of those who saved during the war are 
aware of economic uncertainties and 
dislike to disturb their reserves; partly, 
and perhaps chiefly, because others did 
not accumulate substantial savings as 
recent studies of the distribution of 
wartime savings among the various 
income groups has disclosed. 

This situation affects deposits, loans 
and investments. Deposit-wise, it 
restores to major importance the 
development of new deposit business 
on private account. At Anglo we have 
been especially active for some time 
in encouraging the growth of deposits 
through new accounts of individuals, 
partnerships, corporations and corre- 
spondent banks. The work of our 
business development department has 
been quickened and our advertising 
program this year is directed primarily 
to deposit improvement. 





The demand for credit in the face of 
current price-levels and general eco- 
nomic unsettlement requires a high 
degree of alertness, not only to risks 
but also to opportunities. We make 
a continuing study of trends in all 
industries in our territory and the 
information we develop is as likely to 
reveal situations where our facilities 
can serve usefully as others where cau- 
tion should be applied. 

The reduction of Government de- 
posits and the increase in loans have 
been met largely through the sale or 
maturity of short-term securities. This, 
of course, is normal procedure, and I 


“mention it only because it well illus- 


trates the working of our basic invest- 
ment policy, which calls for a balanced 
portfolio arranged for ample liquidity 
through spaced maturities in line with 
our deposit and loan structure. 
Difficult problems of operation have 
been caused by the extraordinary 
growth of population in the territory 
we serve. Most of our banking offices 
are carrying far greater lobby traffic 
than was contemplated when they 
were built, and in turn there has been 
See TRANSITION POLICIES—Page 52 
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Atds to 





ECRUITING has become an 
R active selling job. You can no 

longer sit at a desk and expect to 
see a large number of desirable appli- 
cants come flocking in to seek bank 
work. You have to go out and sell 
banking, because there has been a real 
shortage of good clerical help in recent 
years, and the competition for it has 
been keen. 

These are some of the factors that 
have made recruiting difficult: 

1. The competition of firms that 
have a five-day week. 

2. The housing shortage which cuts 
off the normal migration from smaller 
towns of girls who seek jobs in the 
larger cities. 

3. The increase in the number of 
girls who go on to college. We hire 
some college girls, but fill our beginning 
jobs with girls who are just out of 
high school. 


Bank 


who normally would have taken 
office jobs, went into war work in- 
stead. This accounts for some of the 
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RECRUITING 


By 
-MARY A. RALSTON 


Assistant Personnel Director, First Wisconsin National Bank of Milwaukee, 
Milwaukee 1, Wisconsin 


The obtaining of desirable applicants for bank jobs 
still is a real problem in many communities. Here’s 
an unusually well-planned and effective recruiting 
program, based on the theory: Don’t tell ’em; show 


9 “ 


em. It’s described in full and interesting detail 


4. During the war, 


many girls, 


caused many vacancies. 


Other aids: A picture booklet distributed to prospective and recent employees, and a letter to parents 


PERSONNEL 


shortage of experienced stenographers. 
Moreover, the abnormally high mar- 
riage rate since the war’s end has 






















at the 


of Milwaukee 














fp. rete: of 1 ee 


First Wisconsin National Bank 


FIRST WISCONSIN NATIONAL BANK 


} OF MILWAUKEE 


PERSONNEL DEPARTMENT 


O.mecroe 
N HAUSER, View Pueswanr 


ALO Fo wen 


March 31, 1947 


Mr. and Mrs. 
Address 
Milwaukee, Wisconsin 


Deer Mr. and Mrs. 


(Girl's first neme) became associated with us on (dete). 
Nothing would please us quite so much es to have you visit 
us so that we would have the pleasure of meeting you end 
showing you through the bank. The operations ere wide in 
scope, and we think most interesting. We realize, however, 
thet there sre undoubtedly reasons why this mey be incon- 
venient, and ere therefore enclosing e pemphlet which we 
heave had prepared and are sending to the parents of our 
younger employees in order that you pr become better ac- 

b 3 quainted with the First Wisconsin. . e 


The Executive Officers, the Personnel Departaent® and the 
Office of the Comptroller have given much thought end con- 
sideration over a period of years to the instellation of 
the most modern banking equipment, but more important, to 
the welfare of the members of our steff, all to the end of 
making employment here both desirable and pleasant. 


The success of any banking institution depends in es very 
large measure on the type of service rendered to the cus- 
tomers, which accounts for the care exercised in selecting 
end treining employees. Courteous and considerate treatment 
insures public good will, and cooperation of the parents is 
invaluable to us in attaining the goel. You may be sure we 
will do everything possible to make (girl's first name) both 
happy and successful in her work here. 


. 


Yours very cordially, 


Assistant Personnel Director 
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One recruiting aid: Pre-graduation tours for high school students 


Since we fill most of our beginning 
jobs with girls recently graduated from 
high school, we have for some time 
made an effort to acquaint the schools 
with what we can offer their students. 

Three years ago, we started having 
semiannual tours and teas for high 
school senior girls just before the 
February and the June commence- 
ments. I have made periodic visits to 
the high schools to talk with place- 
ment directors, and, in some instances, 
have talked to commercial classes. 
Twice a year, I have written letters to 
all the high schools where we recruit, 
in which I outlined opportunities in 
bank work. 


[N spite of these efforts and in spite of 

the fact that we make periodic wage 
surveys and know that our rates com- 
pare favorably with rates paid for 
similar jobs, we felt that we could do 
even better on recruiting if we could 
just get our message across more 
vividly to high school pupils. 

When you walk into a placement 
director’s office, the bulletin board is 
usually covered with letters and notices 
about jobs. The.director will teil you 
that he is swamped with requests for 
girls, and co-operative as he may be, 
he can’t steer all the good applicants 
in your,direction.... He can merely 
make suggestions to the girls, and if 
they can’t visualize what bank work is 
like, your letter may be lost on the 
bulletin board. 

So we adopted the wisdom of the old 


slogan, “Don’t tell ’em; show ’em,”’ 
and are now using a picture booklet, 
“Preview of Your Career at the First 
Wisconsin National Bank,” to carry 
our message to teachers, pupils, and 
parents. On the inside front cover it 
says: “The purpose of this booklet is 
to acquaint high school seniors and 
recent graduates with the career oppor- 
tunities and training available to 
beginners at the First Wisconsin 
National Bank.” 

In it, we outlined, chiefly in pic- 
tures, our training plans for beginners. 
Also shown are the comfort and con- 
venience of the cafeteria, the lounge, 
and the infirmary. On the back page 
are described other benefits: The free 
hospitalization and life insurance, the 
pension plan, the educational oppor- 
tunities, the bank library, and the use 
of a personal checking account without 
payment of any service charges. At 
the bottom of this page, we issued a 
cordial invitation to come in for a per- 
sonal interview. We did not try to go 
into all the details a handbook would 
include, such as salary, vacation, sick 
leave, etc. To include salary, for 
example, might make the booklet out 
of date in a short time, because salaries 
have been revised rather frequently in 
recent years. We included a page of 
pictures of our recreational activities 
to give the girls a glimpse of interesting 
fun. 

The first distribution of the booklet 
brought almost immediate results. We 
sent twenty-five copies to each of the 








‘As a representative of” your school 
you are condially inwited to attend a 
TOUR and TEA 
at the 
Pit Wissonsin, National, Band 
Employees" Lounge, Room 1830 


Monday, Apeil 21, 1947 
REVP 


Theve-thicty o'clock 


735 North Water Stecet 





high schools where we recruit. Some 
placement directors asked for sixty 
copies. One asked if he might bring 
fifty pupils for a tour during spring 
vacation. (We are especially pleased 
to have teachers visit the bank. Next 
fall, we have planned a tour and tea 
for sixty teachers during the Teacher’s 
Institute.) 

Our tours and teas have brought us 
some very good applicants. In plan- 
ning these events, we confer with the 
schools about the dates. It isn’t good 
to have the teas too near examination 
time, nor is Friday a good day, be- 
cause often that is the day of special 
assemblies in the afternoon. About 
two weeks before the tea, we send four 
attractively printed invitations to each 
placement director with the request 
that he select senior girls who are 
interested in bank work and who, in 
his opinion, are suited to it. With the 
invitation is a reply card, which gives 
us the girl’s name and address. After 
the tea, we send her a follow-up letter 
inviting her to come in for a personal 
interview. 

Some placement directors ask for 
more invitations, which we are glad to 
give. It’s best not to have too big a 
crowd, so we have two teas with 
usually about fifty guests each day. 

"See BANK PERSONNEL—Page 55 
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ing plans for officers and em- 
ployees is growing, according to 
all available evidence. 

A good example of this interest was 
noted in the response to a question- 
naire recently sent to member banks 
by the Illinois Bankers Association. 
“Are you interested in profit-sharing 
plans, or do you have one in oper- 
ation?” was one of the questions 
asked. Out of 307 banks which 
replied, 28 had plans in operation and 
124 of the others, about 45 per cent, 
wanted information on profit sharing. 

This interest is duplicated in other 
parts of the country. Consequently, 
the purpose of this article is to digest 
some of the profit-sharing plans being 
used by banks, and to cite manage- 
ment opinion as to their merits. 

Generally, banks having such plans 
are sold on the idea. At the same 
time, it must be reported that while 
gathering material for this article, the 
editors encountered bankers who doubt 
that profit sharing in banks can be 
effective. 

An objective expression of banker 
opinion on the subject should include 
dubious comments, as well as those 
which are favorable. “I do not feel 
it necessary or particularly appropriate 
to install a profit-sharing system,” 
said W. A. Kirkland, vice-president 
of the Texas Bankers Association and 
executive vice-president of the First 
National Bank in Houston. “Espe- 
cially in an institution where errors in 
judgment on the part of lending officers 
can nullify the profits derived from the 
energy and enthusiasm of the many.” 

Another opinion that should be 
reported at the outset is that of William 
Powers, whose work on bank personnel 
problems as deputy manager of the 
A. B. A. is well known and highly 
regarded. “I hesitate to express my- 
self on the feasibility of profit-sharing 
plans in banks,” he said. “I am in- 
clined to believe that many plans now 
in existence and many which will come 
into existence in the near future will 
fall far short of attaining their objec- 
tives. Profit sharing is supposed to 
serve the double purpose of creating 
greater satisfaction among employees 
and providing an incentive for a higher 


B ise pian interest in profit-shar- 
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The Pros and Cons 


SHARING 


By 
BERYL T. SALISBURY 


Editorial Staff, 
THE BURROUGHS CLEARING HOUSE 


Interest is high among bankers on the subject of 


sharing profits with officers and employees. But 


Opinion is varied. 


This first installment of a 


2-part article reports bankers’ thoughts on profit 


sharing . . . sketches representative programs 


degree of per capita productive effort. 
But in actual operation most plans are 
not set up on a basis that takes into 
consideration the individual employee’s 
contribution to the productivity of 
the organization as a whole.” 

A definitely adverse comment on 
profit sharing was made by the presi- 
dent of a large eastern bank. “I do 


not favor profit sharing for either 
officers or employees,” he said. “In 
the case of officers it seems to me that 
they might be led into unwise use of 
their authority if their own pocket- 
books were to be affected by credits 
extended in which profits might be 
large but hazards great. In the case 
of employees, it seems equally unwise 


Vice-presidents A. G. Ropp (left) and H. A. Poole, distribute ‘‘dividends’’ 
at the Industrial National Bank of Detroit, Michigan 
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where they might expect distribution 
of earnings to continue, having based 
their standards of living upon its 
receipt, and would not be prepared to 
have it discontinued in times of 
adversity.” 

The number of banks that have 
inaugurated formal profit-sharing plans 
is relatively small. If all forms of so- 
called profit sharing are considered, 
such as bonuses and insurance plans, 
the number is much greater but the 
term “profit sharing” loses its signifi- 
cance. 

Vance L. Desmond, assistant vice- 
president of The Detroit Trust Com- 
pany, who has helped to draft many 
employee benefit programs for indus- 
trial concerns, believes that the term 
‘profit sharing” is too loosely used. 

“‘Profit-sharing plans,” he_ says, 
“should be thought of as only those 
which are qualified under the Internal 
Revenue Code, as opposed to the 
incentive plans which do not qualify. 
Qualified profit-sharing plans take 
advantage of such possibilities as 
flexibility of contribution and protec- 
tion against retroactive tax liability. 
By this, I do not mean to say that 
formulas for employee benefits other 
than profit sharing cannot be qualified 
under The Internal Revenue Code. 
They can. However, many employers 
object to binding themselves to meet- 
ing fixed payments in the future. For 
this they have good reason. 


““QUPPOSE, for instance, that a bank 

has a qualified incentive plan call- 
ing for fixed contribution, established 
during prosperous times. After three 
years of the plan’s operation, the bank 
finds it impracticable to continue the 
plan for any reason. In such a case 
the Commissioner of Internal Revenue 
has the right to review the termination 
of the plan and if he believes it could 
have been continued, he may construe 
the plan not to have been a bona fide 
plan since its inception. In this case, 
tax deductions for the past three years 
are nullified. However, if this plan 
had been one for sharing profits, the 
possibility of having to discontinue it 
would have been minimized since the 
basis of contribution would have been 
yearly net profits of the bank. Also, 
it is easy to imagine that employee 
reaction to an untimely discontinu- 
ation of a plan could be entirely out 
of proportion to the good will created 
by its establishment. 

“There are other advantages pos- 
sible because of the flexible nature of 
profit-sharing plans. They can be 
determined by studying plans and 
applicable law. It is reasonable that 
all of them add up to a good thing for 
the bank which depends on a commu- 


Evidence of profit-sharing activities 
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The Personnel Committee of the Illinois Bankers Association is seeking 
information concerning retirement plans, annuity insurance and profit sharing. The 
Committee is also making a serious study of employee incentive plans, including 
bonuses, group insurance, hospitalization and vacations. 








Ohio Bankers Association 


PROFIT-SHARING PLAN 


4 Specific percentages are eliminated in the following ‘profit-sharing plan 
cause of belief that these should be based on the situation prevailing in any 
bank which might consider installation of the system. While this plan, as 
submitted, applies both to officers: and employees, it could be adjusted to apply 
to employees only, should that be regarded as desirable, 


Whereas, we believe a capable and continuing staff is vital to the interest of the 
depositors and stockholders, and 


Whereas, we also belive a plan prov sar for each member of the bank oper- 
ating staff to share in the results ——SSmacage and assist in the 
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ADDITIONAL COMPENSATION PLAN OF 
THE PEOPLES BANKING COMPANY - OBERLIN, OHIO 


WHEREAS, after full and deliberate consideration the Board of Directors of 
the PEOPLES BANKING COMPANY believe it to be to the best interests of the Bank, and 
ite shareholders to adopt a plan whereby the compensation of its officers and 
employees, and to a more limited extent, of its directors, may be based in part 


upon the earnings of the Bank, the moving reasons for such belief and decision 
being as follows: 


(a) The sound and steady progress of the Bank during the past few years, 
which has enabled it more effectively to carry out its function of assisting 
the saver, investor, and home-owner of this community, has been due in large part 
to the efficient and loyal services of its officers and employees, 


(b) The continuance of such progress will be best assured by giving to 
those responsible for it a reasonable financial interest or share in the 
earnings which their efforts help to create, 


(c) Such @ plan links the progress and future of the employees with the 
progress and future of the Bank; gives the employees and incentive and increased 
efficiency; tends to increase employee cooperation and good-will; and, by 
engendering in the employee a feeling of stability and of loyalty to the 
institution he serves, red per: 1 turnover-and promotes the stability 
and effectiveness of the institution itself. 





(4) Such recognition enhances the reputation in the community of a bank 


such as this and is considered an indication of enlightened, fair, and efficient 
business management, 


(e) To give to the non-salaried directors, responsible for the policies 
of the Bank, additional compensation based upon earnings accords with the spirit 
of the times, tends to increase the amount of time which a director can spare 
from his other affairs, and, in a small degree, attempts to compensate him for 
his service to the Bank and its shareholders, 


NOW, THEREFORE, BE IT RESOLVED, that the following additional compensation 
plan for the PEOPLES BANKING COMPANY be, and the same hereby is adopted, to 
take effect as of January 1, 1947: 


(1) After the net current earnings of the Bank available for dividends; 
reserves and charge-offs, shall reach the sum of $1,000 for any semiannual 
period ending on the 30th day of June or the 3let day of December, all additional 
current net earnings shall be divided as follows: 


Out of the next $1,000.00, or fraction thereof, 40% thereof shall be 
credited to the Bank and 60% to the Additional Compensation Plan. From the next 
$1,000.00, or fraction thereof, 50Z to each; from the next $1,000.00, or fraction 
thereof, 60% to the Bank and 40% to the Fund; from the next $1,000.00, or fraction 
thereof, 70% to the Bank and 30% to the Fund; and from all additional earnings 
80% to the Bank and 20% to the Fund, All accumlations to the Additional Compen- 
sation Fund shall be paid and distributed to the officers, employees and directors 
of the Bank by way of additional compensation in the following manner: 
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nity with a highly variable income, 
such as the income of farmers or 
factory workers.” 

Mr. Desmond adds that few banks 
(like industrial concerns) have such 
similar employee situations that one 
plan can be used interchangeably 
among them. He believes that wise 
appraisals of employee characteristics 
may enable many banks to build 
profit-sharing plans which, either alone 
or in combination with other employee 
benefits, will do worth-while jobs of 
helping to assure loyalty, efficiency 
and productivity. 

With individual variations, profit- 
sharing plans are commonly classed as 
(1) profit-sharing incentive plans or 
(2) profit-sharing retirement plans. Some 
bankers point out that this is not an 
apt division. After all, they say, each 
type has the promotion of the same 
incentives as its’aim. However, by 
common classification, profit-sharing 
incentive plans provide for the em- 
ployee’s sharing a proportion of his 
bank’s earnings during employment; 
profit-sharing retirement plans also 
provide for the employee’s profiting in 
proportion to his bank’s prosperity, 
but here he watches his share accumu- 
late to provide for his retirement. 
For the purpose of clarity, the first 
installment of this article points out 
varied qualities of seven incentive 
plans. Representative profit-sharing re- 
tirement plans will be reviewed in the 
second installment, to be included in 
the June issue. 

Approximately three years ago The 
New York Trust Company, New York 
City, established its Incentive Com- 
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pensation Plan. In brief, the plan 
provides for annual contributions by 
the bank based on the amount of 
earnings transferable to undivided 
profits for the year. Net profits are 
calculated before dividends and before 
giving effect to any contribution under 
the plan, and adjusted for any items 
determined by the board of trustees of 
the company to be not related to the 
current year. Six per cent of net 
profits is contributed by the bank 
annually. It is stipulated by the plan 
that the contribution must not exceed 
either (1) the excess of such net profits 
over 6 per cent of the average capital 
for the year, or $3,600,000, whichever 
is greater, or (2) 15 per cent of the 
aggregate fixed salaries of all partici- 
pants for the year. The contributions 
are paid into a trust fund and allocated 
to the participants (employees who 
have completed at least one year of 
service) in proportion to the fixed 
salary each received for the year under 
consideration. All credits and inter- 
ests of the participants are expressed 
in units of equal value into which the 
fund is divided at all times. 


"THE timing of the distribution of 

funds via this plan is common to 
many programs established during the 
war. It is a deferred distribution. 
This was brought about by the fact 
that the War Labor Board and Salary 
Stabilization Unit of the Federal 
Government authorized plans only if 
distribution of funds was deferred 
until at least 10 years after the crea- 
tion of the plan; therefore, the distribu- 
tion of dividends at the New York 


Trust Company will be made on the 
“10th day of February, 1955, and on 
the same day of each year thereafter.” 
Although. such deferment is no longer 
necessary, no changes have been made 
in this bank’s plan. The bank feels 
that the maximum lasting benefits from 
the plan for both the bank and em- 
ployees can be attained only with the 
distributions deferred to this extent. 
Detailed provisions are made in the 
plan for distributions in case of an 
employee’s death, termination of em- 
ployment before and after the cus- 
tomary retirement age, termination of 
employment because of disability, and 
other eventualities. 

The plan is administered by a 
committee of five members, made up 
of three members of the board of 
trustees, the president and one other 
officer of the bank. This committee, 
which is appointed by the board, also 
manages the trust fund. 

In order to utilize the tax advantages 
possible under such plans, The New 
York Trust Company’s program is 
fully qualified under the Internal 
Revenue Code. 

Harry F. Littlejohn, secretary of the 
bank has this to say of the plan: 
‘“‘Based on our experience with the 
plan to date, the results have been 
most satisfactory and the plan has a 
very definite and important place in 
our employee benefit program. It was 
received by our employees with a great 
deal of enthusiasm and I am happy to 
say that their interest in it continues 
at a high level.” 

One of the most unusual profit- 

See PROFIT SHARING—Page 59 


Industrial National Bank, Detroit, believes thet the rating of employee service makes for effective profit sharing 


A typical five-year employee record 


The classification system 
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“I’ve always 
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thought I’d find the other $50,000 around the house,’ confided Hamilton Pinard 


lutthhnill Dies 





Up a Lost Estate 


By 
FRED COPELAND 


The 


old director of the Ferndale National finds he 


has a grave mystery on his hands, in attempting to 
find a long-lost $50,000 heritage in secreted gold 


«M ARON, just take a look at that! 
A Fifty thousand in 1927... 
and now $200! But the old 
home still stands.” In the privacy of 
the Ferndale National’s_ directors’ 
room, Hamilton Pinard’s aristocratic 
brown eyes found Director Clutchbill’s 
blue ones. 
Mr. Clutchbill silently returned the 
passbook Mr. Pinard had handed him. 





“Eh, you were thinking of a loan on 
the place?” 

“I’ve always thought I’d find the 
other $50,000 around the house,” 
confided Hamilton Pinard in a low 
voice. 

“The other $50,000?” + Mr. Clutch- 
bill suddenly looked over his spectacles. 

“There is a remaining $50,000... 
somewhere. Richelieu, my father, 


knew where it lay. He had planned 
to take me to it, but, you recall, he 
was instantly killed in 1927 in a fall 
from a load of hay. He had the 
secretiveness of his forebears who were 
Loyalists but didn’t move to Canada 
like most did after the Revolution. 
The family buried its British gold and 
stayed.” 

*“‘Hid it in the house?” Mr. Clutch- 
bill was leaning across the table. 

“Never! My old father often cau- 
tioned, ‘Never hide anything where 
thieves come in or fire breaks out.’ ” 

“Then, outside around the house?’ 
Mr. Clutchbill’s fingers were frozen to 
the table edge. 

“There is, I think, one clue to those 
golden guineas. But if it is one, it’s 
so baffling I can’t fathom it.”” Hamil- 
ton Pinard regarded the old director 
a long, hesitating moment. “Eh, 

See LOST ESTATE—Page 61 
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Status of Tobey Bill 


Although opposed by the American 
Bankers Association, the Tobey bill 
which would empower Federal Reserve 
Banks to guarantee business loans up 
to 90 per cent has a good chance of 
being favorably reported by the Senate 
Banking and Currency Committee, but 
a slim chance for favorable action on 
the House side. 

The A. B. A. executive council at its 
annual spring meeting reaffirmed its 
opposition to the guaranteeing of loans 
by governmental or semi-governmental 
agencies. In a resolution covering its 
stand on the subject, the council main- 
tained that loans and guarantees by 
such agencies “‘are in reality subsidies 
favoring certain groups of borrowers. 
They impose a further burden on the 
taxpayers at a time when the govern- 
ment’s budget must be drastically re- 
duced, and they encourage unsound 
and inflationary lending.”’ The resolu- 
tion further stated that the country’s 
banking system and other private 
credit agencies can provide the neces- 
sary business credit. 

The Tobey measure, however, has 
strong support of Marriner S. Eccles, 
chairman of the Federal Reserve 
Board. 

Refuting the contention that the 
proposed bill constitutes a threat to 
the existence of the dual banking sys- 
tem, Mr. Eccles points out that the 


Reserve System has had authority 


since 1934 to make industrial loans 
directly or to participate in them with 
private banks. ‘“‘Under this authority 
some 3,500 applications for commit- 
ments and advances aggregating $566,- 
000,000 were approved by the Federal 
Reserve Banks and their branches,” 
Mr. Eccles adds. ‘‘During the war the 
Reserve Banks and branches, under 
the V-loan program, made 8,771 guar- 
antees of war production loans, aggre- 
gating $10,500,000,000.” . In both 
instances, Mr. Eccles denies that there 
was any threat to the dual banking 
system. He also strongly refutes the 
assertion that the Tobey measure 
would lead to the approval of unsound 
loans by the Reserve Banks. 

The Tobey bill has the endorsement 
of the Federal Advisory Council. In 
a resolution adopted and transmitted 
to Congress, the council recorded its 
endorsement of the measure, but in- 
sisted on two amendments:? 

1. The guarantees should be avail- 





P. GREGORY, Washington Correspondent 


able to “chartered banking institu- 
tions” only. 

2. The power of Federal Reserve 
Banks to guarantee loans should apply 
only “‘when it appears to the satisfac- 
tion of such Federal Reserve Banks 
that business enterprise is unable to 
obtain requisite financial assistance on 
a reasonable basis from the usual 
sources.” 

Mr. Eccles states that the council’s 
endorsement of the measure is “‘signifi- 
cant and gratifying.” 

“Support of this representative 
group of 12 prominent bankers, one 
from each Federal Reserve District, 
should carry weight with Congress as 
well as with the banking community 
generally,” Mr. Eccles declares. 

In testifying in behalf of the Tobey 
bill, Chairman Eccles has favored mak- 
ing the changes suggested by the 
Federal Advisory Council. The pro- 
vision limiting guarantees to loans not 
otherwise available from the usual 
sources would, he stated, tend to re- 
move an objection of some of the 
larger banks that the smaller banks, 
in cases where the amount of the loan 
was beyond their legal limit, would 
resort to the guarantee even though 
the loan was of such quality that it 


could be made without the guarantee 
by giving participations to their corre- 
spondent banks or other banks in the 
community. 

Chairman Eccles further noted that 
credit judgment and_ responsibility 
under the bill would remain primarily 
with the lending bank, that the Reserve 
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Banks could not guarantee any loan 
unless requested to do so by the local 
bank, and that each loan would have 
to be passed upon by the Reserve 
Banks and there would be no blanket 
approval. Guarantee fees, he ex- 
plained, would be specified percentages 
of the interest rate, graduated accord- 
ing to the percentage of the loan guar- 
anteed. The method would be similar 
to that used in the V-loan program, 
when guarantee fees ranged from 10 
per cent to 30 per cent of the interest 
rate. 

In addition to A. B. A. objections, 
opposition to the Tobey measure has 
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also been raised by RFC Chairman 
Goodloe. In a letter to Senator Tobey 
he questioned whether the proposal 
was in keeping with the original pur- 
pose of the Federal Reserve Act, and 
with sound banking principles; also 
whether ‘the resources of the Reserve 
Banks would be adequate to meet 
possible demands. 
* « + 


Bank Holding Company 
Bill Introduced 


The Independent Bankers Associ- 
ation is supporting a bill introduced 








Conmal “ 


to the West Coast 
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Here, in San Francisco, financial center of the West 
Coast, Anglo Bank offers you a complete correspond- 
ent banking service through its 23 offices in 13 im- 
portant California cities—plus the experience and 
connections gained through 74 years of constructive 


Western financing. 


Growing and Building with the West Since 1873 


ANGLO CALIFORNIA NATIONAL BANK 


HEAD OFFICE: 1 SANSOME STREET, SAN FRANCISCO 20 


Member Federal Reserve System + 


Member Federal Deposit Insurance Corporation 





by Senator Charles W. Tobey, chair- 
man of the Senate Banking and Cur- 
rency Committee, to regulate bank 
holding companies. Public hearings 
on the bill were scheduled for May 20 
in the Senate. 

Robert S. Beasley, vice-president of 
the Beverly Hills, California, National 
Bank & Trust Company, was recently 
in Washington conferring with officials 
with the view of having the Tobey bill 
introduced in the House. 

R. F. Hollister, executive manager 
of the Independent Bankers Associ- 
ation, recently said that Marriner S. 
Eccles, chairman of the Federal Re- 
serve Board, “is understood to have 
placed a similar bill with Representa- 
tive Jesse P. Wolcott, chairman of the 
House Banking and Currency Com- 
mittee,” but that it had not been 
introduced. 

Mr. Hollister is reported to have 
further stated that neither the Treas- 
ury Department nor the Federal 
Deposit Insurance Corporation had 
given any official indication of their 
attitude toward the Tobey bill, but 
were believed not to favor it on the 
ground that it does not go far enough, 
and places too much discretionary 
power in the hands of the Reserve 
Board. 

The association’s bulletin asserts 
that the Tobey bill is similar to one 
introduced in the last session by 
Representative Brent Spence, former 
chairman of the House Banking and 
Currency Committee, and Senator 
Robert F. Wagner, former chairman of 
the Senate Banking and Currency 
Committee. 

The main changes in the bill are 
described as follows by the association 
in its bulletin: 

In Section 7 covering “borrowing 
by bank holding company or its subsid- 


*iary” two sections are added, as fol- 


lows: 

(a) No bank shall invest any of its 
funds in the capital stock of (1) a bank 
holding company of which it is a sub- 
sidiary or (2) a subsidiary of such 
bank holding company. 

(b) No bank shall accept the capital 
stock of (1) a bank holding company 
of which it is a subsidiary, or (2) a 
subsidiary of such bank holding com- 
pany as collateral security for ad- 
vances made to any person, partner- 
ship, association, or corporation. 

According to the association the 
same section defines the making of 
bank loans or extension of credit to 
buy securities or for repurchase agree- 
ments from bank holding companies 
or their subsidiaries, by providing that 
they must be secured by collateral of 
at least 20 per cent more than the 
amount of the loan if in stocks, bonds, 
or debentures, or at least 10 per cent 
if in obligations of the State or sub- 
division thereof. 
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How your Bank can 


broaden its usefulness 


°°" PUBLIC UTUITIES 


@ The tremendous expansion program now being 
undertaken by the public utility industry gives banks 
an excellent opportunity to be of still greater service 
to the electric and gas utilities industry and to 
natural gas and pipe line companies. 

If your bank needs assistance in this important job, 


the Irving is exceptionally well-qualified to provide 


it. Our group of Public Utility specialists has had 
years of practical experience in dealing with the 
financial requirements of this industry. Directing this 
operation is an executive who has been active in 
the top management of public utility companies 
for over thirty years. Their service is at your dis- 
posal. 





Send for our New Leaflet... 


“BANKING AIDS TO PUBLIC UTILITIES” 


Describing Irving's special- 
ized facilities, this new leaf- 
let may suggest opportuni- 
ties of mutual advantage. 


IRVING [RUST COMPANY 


One Wall Street 


New York 15, N. Y. 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


In writing to advertisers please mention The Burroughs Clearing House 
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Section 9 would require bank hold- 
ing companies to set aside in a reserve 
fund all net earnings above 6 per cent 
of the par value of their shares. 

The Tobey measure contains the 
same provisions as its predecessor for 
registration and reports of holding 
companies and their examination by 
the Reserve Board. 

“The most important feature of the 
old bill is retained,” the bulletin says, 
“in which it shall be unlawful for any 
bank holding company, after two years 
after the effective date hereof, to own 
any voting shares or other securities 
or obligations of any company other 
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than a bank or to engage in any busi- 
ness other than that of managing or 
controlling the subsidiary bank.” 


7 ° 


Housing Bill Opposed 


The American Bankers Association 
has gone on record as opposing the 
Taft-Ellender-Wagner Housing Bill, 
charging that its passage would “‘need- 
lessly increase the present oversupply 
of money and credit in our national 
economy.” 

Claiming that the measure would 








1947 


ST. LOUIS 
..» The “Central City” 


For ninety years, in the strategic, central 
location of St. Louis,Mercantile-Commerce 
has played a major part in the economic 
and financial development of this city and 
the surrounding trade territory. 


Today, in the gateway city to the great 
Southwest, this bank is known throughout 
America for its facilities, experience and 
services to banks and bankers, business 
firms and individuals. Why not investigate 
all the advantages of an account with 
Mercantile-Commerce in this important 

“central city”? 








add billions of dollars to the public 
debt, the A. B. A. added: 

“The burden of this debt, plus the 
losses which will result from excessive 
credit, will have to be borne by the 
taxpayer.” . 

The bill now before the Senate 
Banking and Currency Committee 
liberalizes existing credit aids, estab- 
lishes new forms of government guar- 
anty to institutional lenders, and in- . 
creases direct government financial aid 
to local public bodies and to farmers 
for farm housing. 

“These methods are characteristic 
of a depression economy such as we 
experienced during the ’30s,” the 
association said. “At that time we 
had a defeated economy, private credit 
was weak, State and local govern- 
ments were heavily in debt. 

“Today these conditions are re- 
versed. | Private credit is abundant. 
State and local debt is small, but the 
Federal debt is tremendous.” 

The A. B. A. claimed that the na- 
tien’s banks “‘do not need or desire 
the credit aids proposed in this bill,” 
and are prepared and willing to con- 
tinue to make loans for the building, 
remodeling and purchase of individual 
homes and rental properties. 


wT HIS is evidenced by the fact that 
banks are now the leading lendersin 
the home mortgage field,” the A. B. A. 
said. ‘Moreover, at the end of 1946, 
mutual savings banks, national banks 
and state-chartered commercial banks 
had a total of $50,000,000,000 of time 
and savings deposits, of which well 
over $20,000,000,000 is available for 
investment in home mortgages. 

“Insurance companies, building and 
loan associations and mortgage bankers 
are likewise ready and willing to 
finance home construction. All these 
institutions have more funds available 
for this purpose than at any other time 
in history. No additional or new credit 
incentives or aids are needed to meet 
the demands to finance the anticipated 
home construction program, which will 
be undertaken by the home construc- 
tion industry as soon as materials and 
labor are in ample supply and construc- 
tion costs level off. 

“The scarcities of material and 
labor, not a lack of credit, are the real 
bottlenecks hampering the flow of new 
homes. This bill strikes in no way at 
the causes of these shortages, but 
rather would tend to aggravate them.”’ 

The association was highly critical 
of the bill’s 95 per cent, 30-year mort- 
gage feature, the long range effect of 
which was held to be ultimate impair- 
ment of the mutual mortgage insur- 
ance fund “by reason of the losses 
which will necessarily result from these 
high-risk loans.” 

Carl H. Ellingson, representing the 
National Savings & Loan League, told 
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BONDS 
WIESTON'S BOND 
Extra No. 1, 100% Cotton Fibre 
WESTON'S DEFIANCE BOND 
100% Cotton Fibre 
WESTON'S HOLMESDALE BOND 
757% Cotton Fibre 
WESTON’S WINCHESTER BOND 
Cotton Fibre 


WESTON’S BLACKSTONE BOND 
257% Cotton Fibre 


LEDGERS 
BYRON WESTON CO. 
Record 
Extra No. 1, 100% New White 
Cotton and Linen Fibre 
WESTON’S DEFIANCE LEDGER 
100% Cotton Fibre 


WESTON’S WAVERLY LEDGER 


75% Cotton Fibre 
WESTON'S CENTENNIAL LEDGER 
75% Cotton Fibre 
WESTON’S WINCHESTER LEDGER 
Cotton Fibre 


WESTON'S BLACKSTONE LEDGER 
25% Cotton Fibre 


INDEXES 
WESTON'S DEFIANCE INDEX 

' 100% Cotton Fibre 
WESTON’S WINCHESTER INCEX 

"0 Fibre 

WESTON'S MACHINE 

POSTING INDEX 

50% Cotton Fibre 
MACHINE ACCOUNTING 
WESTON'S TYPACOUNT LEDGER 

75% Cotton Fibre 


WESTON'S MACHINE 


Ut Costs Ho Wore 


Weston papers are fine papers... so fine that 
most of the nation’s priceless permanent records 
are entrusted to their care. But does that mean 
Weston papers are too good — too costly — to 
use for bank records and correspondence? Not 
at all! Fact is, Weston papers cost no more 
than the papers you may now be using—papers 
of the same cotton fibre content grades. The 
finer quality that results in extra service and sat- 
isfaction is a dividend—the result of Weston’s 
80 years of specialization in making better 
papers for business records and correspondence. 
Specify Weston paper when you order your next 
lot of forms, letterheads or documents from 
your regular source of supply. You'll find Weston 
papers cost no more! 


BYRON WESTON COMPANY 
Dalton, Massachusetts 








the committee that the provision to 
reduce savings-loan insurance pre- 
miums from 1/8 of 1 per cent to 1/12 
of 1 per cent should be put back 
into the bill. 

+ Sd » 


National Bank Profits 


Profits of national banks climbed to 
a record of $495,000,000 in the year 
ended December 31, 1946, Controller 
of the Currency, Preston Delano re- 
ports. Profits increased $5,000,000 in 
1946 over 1945. 

Net operating earnings, before in- 
come taxes, were $622,000,000. Add- 
ing to the net operating earnings, 
profits on securities sold of $111,000,- 
000 and recoveries on loans and securi- 
ties, etc., previously charged off of 
$104,000,000, and deducting there- 
from losses and charge-offs of $156,- 
000,000 and taxes on net income of 
$186,000,000, the net profits before 
dividends for the year 1946 amounted 
to the $495,000,000 mentioned above, 
which at an annual rate amounts to 
9.61 per cent of capital funds. 

The principal items of operating 
earnings for 1946 were $702,000,000 
from interest on U. S. Government 
obligations and $102,000,000 interest 
and dividends on other securities, a 
total of $804,000,000, which was an 
increase of $60,000,000 over the figures 
for 1945; and interest and discount on 
loans of $507,000,000, an increase of 
$133,000,000. The principal operating 
expenses were $452,000,000 for salaries 
and wages of officers and employees 
and fees paid to directors, an increase 
of $80,000,000 over 1945; and $145,- 
000,000 expended in the form of inter- 
est on time and savings deposits, an 
increase of $20,000,000. Gross earn- 
ings of $1,574,000,000 were reported 
for 1946. This represents an increase 
of $224,000,000 over the gross earnings 
for 1945. Operating expenses were 
$952,000,000, as against $817,000,000 
in 1945. 

Profits on securities sold during 1946 
aggregating $111,000,000 were $31,- 
000,000 less than in the preceding year, 
and losses and depreciation on securi- 
ties in 1946 totaling $75,000,000 were 
the same as in the year before. Losses 
charged off on loans and discounts of 
$45,000,000 were $15,000,000 more 
than in 1945. Taxes on net income, 
Federal and state, in the year 1946 
totaling $186,000,000 exceeded the 
amount of such taxes paid in the 
preceding year by $15,000,000. 


World Fund Authority 
Resigns 


Harry D. White, one of the archi- 
tects of the Breton Woods monetary 
plan, has resigned as American execu- 
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tive director on the International 
Monetary Fund. 

Mr. White, who has been ill, will 
retire from the fund when Camille 
Gutt, managing director returns from 
an overseas trip. Mr. White is ex- 
pected to enter private business and 
will specialize in problems related to 
the fund and world bank. He will be 
employed on a consultative basis. 

His successor has not been named 
by the White House, but someone 
more in line with the thinking of 
Secretary of the Treasury John W. 
Snyder is likely to be selected. 

In his letter of resignation to Secre- 
tary Snyder, White said: 

“IT want to take this opportunity to 
thank you and the National Advisory 
Council for the wise guidance and 
wholehearted co-operation you con- 
sistently gave me. In my judgment 
the Council has splendidly fulfilled the 
responsibilities imposed on it by Con- 
gress and has functioned as a model 
interdepartmental committee. It has 
been a satisfying experience to attend 
meetings so well prepared with techni- 
cal material and so ably handled.” 

“It is hardly necessary to say that 
your efforts while with the Treasury 
were responsible in no small measure 
for the creation of the International 
Bank for Reconstruction and Develop- 
ment and the International Monetary 
Fund,” Mr. Snyder wrote to Mr. White. 
*‘Nor is it necessary to do more than 
point out that the auspicious beginning 
made by the International Monetary 
Fund is a tribute to your. unstinting 
labors as this Government’s executive 
director.” 

Mr. White was an instructor of 
economics at Harvard University for 
six years, and professor of economics at 
Lawrence College, Appleton, Wis- 
consin, for two years. 
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New FDIC Director 


H. Earl Cook, Ohio Superintendent 
of Banks for more than three years, 
has been sworn in at Washington as 
one of three directors of the FDIC, 
and will thus share responsibility for 
its management with Chairman Maple 
T. Harl, former bank commissioner 
of Colorado, and Comptroller of the 
Currency Preston Delano. 

Mr. Cook began his banking career 
40 years ago, when as a youngster he 
became man of all work at the Second 
National Bank of Bucyrus, Ohio. In 
1929, he became its president. He has 
been president of the Ohio Bankers 
Association, and of the A. B. A. national 
bank division. In 1943 he accepted ap- 
pointment as Ohio’s superintendent of 
banks, and last fall was elected second 
vice-president of the National Asso- 


- ciation of Supervisors of State Banks. 
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Condensed Statement of Condition, March 31, 1947 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers 
U. S. Government Obligations . 
Loans and Bills Purchased . . 
Public Securities . ‘ 
Stock of the Federal cemve Bank 
Other Securities and Obligations 
Credits Granted on Acceptances . 
Accrued Interest and Accounts 

Receivable . . . 

Real Estate Bonds and Mortgages 


* « « « « $ 556,267,827.44 
© «© « « « 1,415,822,179.31 


. 744,331,675.63 


ey 85,311, 243.58 


9,000,000.00 
11,177,464.91 
3,603,637.42 


9,880,589.58 
1,397,034.11 





Bank Premises © ° . . e . 


Other Real Estate ... . 


Total Resources . 


120,369,969.60 
4,892,989.78 
116,233.25 


» « « « » $2,841,800,875.01 





LIABILITIES 


Capital a ee ee ae eee 
Surplus Fund ... . 
Undivided Profits . . . 


- +«$ 100,000,000.00 


200,000,000.00 
56,982,565.66 





Total Capital Funds . 
Deposits . . 


Treasurer’s Cheshe Outstending : 


$ 356,982,565.66 


. $2, 411 072,832. 56 


39,197,658.76 





Total Deposits .. . 


Acceptances . -$ 


Less: Own Acceptances ‘Held — 
for Investment . . .. . 


« «+ « « « 2,450,270,491.32 
13,293,161.81 
9,689,524.39 





Liability as Endorser on Accept- 
ances and Foreign Bills. . . 
Dividend Payable April 1, 1947 
Items in Transit with Foreign 
Branches (and Net Difference in 
Balances between Offices Due to Differ- 
ent Statement Date of Foreign Branches) 
Accounts Payable, Reserve for 
Expenses, Taxes, etc. . . . 


3,603,637.42 


310,400.00 
3,000,000.00 


305,309.53 
27,327,971.08 





Total Liabilities . 


34,547,818.03 
- $2,841,800,875.01 





Securities carried at $151,277,951.11 are eet to qualify for fiduciary powers, to secure 
public moneys as required by ‘law, and for other Bg ma This Statement includes the re- 


sources and liabilities of the English, French, an 


Belgian Branches as of March 26, 1947. 








J. LUTHER CLEVELAND 
Chairman of the Board 


W. PALEN CONWAY 
irman of the Executive Committee 


WILLIAM L. KLEITZ 
esident 


DIRECTORS 


GEORGE G. ALLEN Director, British- 
American Tobacco Company, Limited, 
and President, Duke Power Company 
WILLIAM B. BELL President, Fatma 
y Pp 

F. W. CHARSKE Chairman, a, 
Committee, Union Pacific Railroad Company 
J. LUTHER CLEVELAND Chairman of the Board 
W. PALEN CONWAY Chairman of the 
Executive Committee 

CHARLES P. COOPER Executive Vice-President, 
American Telephone and Telegraph Company 
WINTHROP M. CRANE, JR. President, 
ane & Co., Inc., Dalton, Mass. 

STUART M. CROCKER President, 
Columbia Gas & Electric Corporation 

JOHN W. DAVIS of Davis Polk Wardwell 
Sunderland & Kiendl 

CHARLES E. DUNLAP President, 
Berwind-White Coal Mining Company 

GANO DUNN President, The J. G. 
White Engineering Corporation 

WALTER S. FRANKLIN Vice-President, 
The Pennsylvania Railroad Company 





LEWIS GAWTRY 
JOHN A. HARTFORD President, The Great 
Atlantic & Pacific Tea Company 
CORNELIUS F. KELLEY Chairman of the 
Board, Anaconda Copper Mining Company 


MORRIS W. KELLOGG Chairman of the 
Board, The M. W. Kellogg Company 

WILLIAM L. KLEITZ President 
CHARLES S. MUNSON President, Air 
Reduction Company, Inc. 

WILLIAM C. POTTER Retired 


GEORGE E. ROOSEVELT of Roosevelt & Son 
EUGENE W.STETSON Chairman, Executive 
Committee, Illinois Central Railroad Company 
ROBERT T. STEVENS Chairman of the Board, 
J. P. Stevens & Company, Inc. 

THOMAS J. WATSON President, 
International Business Machines Corporation 
CHARLES E. WILSON President, General 
Electric Company 

ROBERT W. WOODRUFF Chairman, 
Executive Committee, The Coca-Cola Company 


Member Federal Deposit Insurance Corporation 
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The above racalls a small service requested of Riggs @ 
Company by President Buchanan in 1858—before the 
advent of modern safe deposit methods. 


Services, large and small, have been rendered in the 
intervening years to many thousands of satisfied de- 
positors who have learned the meaning of the banking 
tradition represented by the name Riggs. 


Today, more than ever, we have developed new methods 
of serving our depositors, be they statesmen or diplomats, 
business or professional men and women, or residents 


of the Nation’s Capital. 


Our constant endeavor is to make our banking facilities 
meet YOUR individual requirements. 


RIGGS 


NATIONAL 
BAN K 


WASHINGTON, D.C. * FOUNDED 1836 





RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 


Member — Federal Reserve System 











LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 
WE ARE ESPECIALLY WELL EQUIPPED TO HANDLE ACCOUNTS 
OF BANK CORRESPONDENTS AND NATIONAL CORPORATIONS 





In writing to advertisers please mention The Burroughs Clearing House 
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There has been a stirring of “‘politi- 
cal activity”’ within A. B. A ranks, 
as the names of two candidates for 
offices next fall have been advanced 
by local supporters. 
supporting Evans 
president of the 


A. resolution 
Woollen, Jr., 
Fletcher Trust 
Company, I[ndi- 
anapolis, for the 
A. B. A. vice- 
presidency was 
unanimously 
adopted by 
trust men as- 
sembled at the 
annual confer- 
ence of the 
Indiana Bank- 
ers Association 
in South Bend. 
Mr. Woollen is now president of the 
A. B. A. Trust Division. 

A_ well-known country banker, 
Frank P. Powers, president of the 
Kanabec State 
Bank, Mora, 
Minnesota, 
has been en- 
dorsed by the 
council of ad- 
ministration of 
the Minnesota 
Bankers Associ- 
ation as candi- 
date for A. B. A. 
treasurer. Mr. 
Powers has 
served as presi- 
dent of the Minnesota Bankers Asso- 
ciation, and has been on several 
A. B. A. committees. 


EVANS WOOLLEN, JR. 





FRANK P. POWERS 


e 


In view of his wide acquaintance 
throughout the country, unusual 
interest attaches to the announce- 





Mr. McDonnell on ‘‘opening day” 


ment that William A. McDonnell 
has become an executive vice-presi- 
dent and director of the First Na- 
tional Bank in St. Louis, to serve 





equally with William C. Connett, 
also executive vice-president. 

Mr. McDonnell had been vice- 
president of the Mercantile-Com- 
merce Bank and Trust Company in 
St. Louis since August, 1944, and 
prior to that he was a prominent 
banker in Little Rock, Arkansas. 
He was chairman of the A. B. A. 
Bank Management Commission, 
1942-1946, is a member of the 
Association of Reserve City Bankers, 
and has served as president of the 
Arkansas Bankers Association. 


o 


A notable change in Chicago in- 
volves the resig- 
nation of William 
F. Gregson as 
president of the 
Chicago Terminal 
National Bank, 
his election as a 
vice-president of 
City National 
Bank and Trust 
Co. of Chicago, 
and the naming of 
Harold H. An- 
derson as the new president at 
Chicago Terminal. 

Mr. Anderson had previously been 
a director of the Terminal Bank 
and chairman of the executive com- 
mittee, in addition to being associ- 
ated with General Finance Corpora- 
tion. Mr. Gregson had been presi- 
dent at Terminal since 1943, after 
serving a short time as vice-president 
and comptroller. 


W. F. GREGSON 


° 


Executive changes following the 
resignation of John W. Hay as 
president of the American National 
Bank, Cheyenne, Wyoming, are: 
R. J. Hoffman, a director, was 
elected president; Charles J. Ohn- 
haus, vice-president and trust offi- 
cer, was made chairman of the board; 
D. T. Morris, cashier, was named 
vice-president and cashier; J. G. 
Murphy was elected vice-president. 


¢ 


As a preliminary to moving to new 
downtown quarters, the American 
State Bank, Milwaukee, Wisconsin, 
has made extensive changes in officer 
rankings. William G. Bruce, presi- 
dent for 13 years, is now chairman 
of the board. E. A. Reddeman is 
the new president, and H. W. Zum- 
mach has the newly-created post of 





vice-chairman of the board. Both 
were formerly vice-presidents. 

A. W. Bickler, cashier since 1931, 
has been advanced to vice-president. 
John Butcher, formerly assistant 
cashier, is now cashier. New assist- 
ant cashiers are W. E. Wierdsma 
and L. J. Prentice, while W. P. 
Schwessinger has been appointed 
auditor. 


& 


One of New York City’s best- 
known bankers, Guy Emerson, 
vice-president of Bankers Trust Com- 
pany, has retired from the bank 
after 25 years of service and on May 
15 will become chairman of the execu- 
tive committee of the John Price 
Jones Corporation, fund-raising and 
public relations counsel for educa- 
tional and philanthropic institutions. 
Mr. Emerson has had a prominent 
part in many war bond drives, Red 
Cross campaigns, etc., and among 
his banking activities he was presi- 
dent of the Association of Reserve 
City Bankers in 1930. 


e 


Leland L. Madland, president 
for the past eight years of The First 
National Bank, 
San Jose, Cali- 
fornia, has been 
elected presi- 
dent of the 
Capital Na- 
tional Bank, 
Sacramento. He 
succeeds the 
late G. E. Zoller, 
who died in 
March. Mr. 
Madland prior 
to being at San 
Jose was a vice-president of the 
Seattle-First National Bank, Seattle, 
Washington, and earlier was a chief 
national bank examiner. 

George C. Bassett, who became 
acting president of the Capital Na- 
tional Bank upon Mr. Zoller’s death, 
has been made chairman of the 
board. He formerly was a vice- 
president. 

The new president at The First 
National Bank, San Jose, is J. 
Bradley Clayton. A _ prominent 
local realtor, he had been a vice- 
president of the bank since 1929 and 
a board member since 1923. 


e 





L. L. MADLAND 


A new bank under the name of The 
Grand Avenue Bank of Kansas City, 
Missouri, has been organized with 
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Theres one thing alike in all of em! 







Newsreels grow old quickly! 
Fast delivery is essential, so 
the motion picture industry 
uses Air Express regularly. 
Speed pays! 


With deadlines to meet, layouts and 
artwork must travel fast—so adver- 
tising agencies use Air Express regu- 
larly. Speed pays! 


Raw cotton samples go 
abroad by International 
Air Express, and business 
transactions take days, not 
weeks. Speed pays! 


~S 


Speed pays in your business, too! 


Air Express supplies the speed of delivery that’s so essential in your 
business. Today, schedules are more frequent, planes are bigger and 
faster, and Air Express is more useful than ever. Rates are low! To send 
a 13-lb. shipment coast-to-coast costs only $9.58. Heavier weights— 
any distance—similarly inexpensive. Investigate! 

eSpecial pick-up and delivery at no extra cost. 

e Direct by air to and from principal U. S. towns and cities. 

e Air-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 












GETS THERE FIRST 


Write today for Schedule of Domestic 
and International Rates. Address Air 
Express Division, Railway Express 
Agency, 230 Park Avenue, New York 17. 
Or ask at any Airline or Railway Express 
office. Air Express Division, Railway 
Express Agency, representing the Air- 
lines of the United States. 
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three officials of the City National 
Bank and Trust Company compris- 
ing the top management. The new 
institution is expected to start oper- 
ations the same day the City Na- 
tional Bank, 1801 Grand Avenue, 
moves to new quarters in the R. A. 
Long Building, 10th Street and 
Grand Avenue. The Grand Avenue 
Bank will occupy the City National’s 
present space. 

Management of the new bank will 
include R. V. Aycock, a City Na- 
tional director for 25 years, as presi- 
dent; John C, House, assistant 
cashier of City National, as vice- 
president; and M. H. Ely, chief 
bookkeeper of City National, as 
cashier. 

+ 


Paul E. Prosswimmer, president 
of the Jamaica (New York) National 
Bank from 1941- 
1946, is now execu- 
tive vice-president 
of The Franklin 
Square National 
Bank, Long Is- 
land, in charge 
of business and 
installment loans. 
He brings to his 
new position an 
P.E.PROSSWIMMER extensive back- 

ground of credit 
experience, having held executive 
loaning positions for more than 
20 years. 


> 


Well known in foreign trade circles, 
A. R. Angell has been advanced 
from assistant vice-president to vice- 
president of Crocker First National 
Bank, San Francisco, in charge of 
the foreign department. Long active 
in the Bankers Association for For- 
eign Trade, Mr. Angell is now serving 
as its secretary and a director. 

Crocker has also promoted F. P. 
Gallot from assistant cashier to 
assistant vice-president in charge of 
the personal loan department. 


7 


New secretary of the Minnesota 
Bankers Association, succeeding the 
late William Duncan, Jr., is Robert 
E. Pye. He formerly was : vice- 
president of both the State Bank of 
Morristown and the First State Bank 
of Medford, in Minnesota. 


* 


The Jersey Bankers Association 
has a new assistant secretary, Wil- 
liam K. Mendenhall, who is rec- 
ognized as an authority on fidelity, 
forgery and surety bonds. He was 
formerly assistant secretary of the 
Towner Rating Bureau, Inc., of 
New York, and prior to that he was 
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insurance manager for Bankers Trust 
Company, New York City. 


° 


George E. Porter has been ad- 
vanced from vice-president to presi- 
dent and chairman of the board of 
both the First National Bank and 
the First Trust Company, St. Joseph 
Missouri. He has also been named 
board chairman of the First St. 
Joseph Stock Yards Bank, with 
Joseph A. Greenfield being elevated 
from vice-president to president of 
this institution. The late Frazer L. 
Ford, who died April 10, had previ- 
ously held all the foregoing positions. 
R. E. Jones, Jr., vice-president 
and. cashier of the First National, 
was made a vice-president of First 
Trust Company. 

e 


With purchase by Northwest Ban- 
corporation of stock control in the 
Guaranty State Bank and Trust 
Company of St. Cloud, Minnesota, 
William S. McGee has been elected 
executive vice-president of the bank. 
He previously was president of the 
Northwestern National Bank of 
Litchfield, Minnesota. Other officers 
of the St. Cloud bank, including 
President H. W. Riley, will continue 
in their present positions. 


¢ 


Verner F. Carpenter, assistant 
vice-president of Industrial Bank of 
St. Louis, has been appointed head 
of the correspondent bank depart- 
ment. He is a former deputy com- 
missioner of finance in Missouri. 


Sd 


The Northern Trust Company, 
Chicago, announces the election of 
Lloyd H. Geil as 
second vice-presi- 
dent and manager, 
public relations. 
He was previously 
field representa- 
tive in the public 
relations depart- 
ment, Standard 
Oil Company 
(Indiana). For 
ten years he was 
associated with 
Michigan State College, where he 
headed the department of publica- 
tions and director of public relations. 
J. Mills Easton, second vice-presi- 
dent, continues to serve as manager 
of advertising with Northern Trust. 


6 














L. H. GEIL 


Two new vice-presidents have been 
added to the staff of the National 
Shawmut Bank of Boston, as a re- 
sult of its merger with the Chelsea 
Trust Company effective March 28. 
These officers are Louis R. Kiernan, 








President Torrence, 
Link-Belt’s Ideals, 
and Paper Pie Chart 


Here are the Link-Belt Company’s 
ideals, in the service it has rendered 
mankind, and in the qualities most 
important in the bond paper it uses. 
This great corporation with more 
than 10,000 employes, and with fac- 
tories, branch offices and factory 
branches in 44 cities, has been lifting 
the burden from the backs of men, 
increasing production at lower cost, 
and making available more goods to 
more people, through the economies 
of mass production, for 70 years. 
Link-Belt believes that improved 
living and working conditions go 
hand in hand with freedom of indus- 
try to invent, to invest in improve- 
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ment, and to progress. Wherever 
power, material or motion is to be 
transferred from one place to 
another, Link-Belt provides the 
mechanism to accomplish it. 

As their bond paper pie chart 
shows, Link-Belt rates the appear- 
ance of bond paper at 50 percent in 
importance; workability at 25 per- 
cent; and strength and durability at 
25 percent. These are the four most 
important qualities of balanced Cer- 
tificate Bond, which Link-Belt uses. 
Certificate is balanced for modern 
printing and typewriting machines 
by the correct pop test, tear and fold- 
ing endurance for its fiber content. 


CERTIFICATE BOND 


Manufactured by Crocker-McElwain Co., Holyoke, Mass. 








The Certificate Family of balanced papers, bond, opaque, ledger 
and index, is fabricated for modern production needs, letterpress 
and offset, and for typewriters and office printing machines. 
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Translation: * Prints postage on envelope T Seals flap same time 
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Quite acute, these Orientals 


They catch on quick . . . to the advantages of 
printing postage stamps directly on the envelopes. . . 
compared to the disadvantages of buying paper stamps 
which must be stuck on the envelopes. Therein lies the 
outstanding efficiency and economy of a postage meter 
. .. obvious in any language! And sealing the envelope 


flap at the same time . . . makes mailing faster and 
easier in any bank, large or small. 
There are also other advantages . . . Postage is 


always available in the postage meter, can be printed 
as needed, in the exact amount needed, for any kind of 
mail . . . is printed on tape for parcel post . . . Postage 
is always protected in the meter, safe from theft, loss 
or misuse . . . and is automatically accounted for by the 


meter. . 


. The dated postmark, printed with the stamp, 


saves postmarking and canceling in the post office, 
helps metered mail make earlier planes and trains! 
If you’d like to know how a postage meter can serve 


and save in your bank, call the nearest Pitney-Bowes 
office . . . or write direct for an illustrated booklet. 


Bk -FELEIKG 


PITNEY-BOWES Postage Meter 
PitNEY-BowEs, INc., 3112 Pacific St., Stamford, Conn. 
Originators of Metered Mail. Largest makers of postage meters 
Offices in 59 principal cities in the United States and Canada 








formerly president, and George W. 
Shepherd, formerly vice-president 
of Chelsea Trust. 

The quarters of the merged bank 
now comprise the Chelsea Square 
office of Shawmut, and the operations 
of the new branch are under the 
supervision of Mr. Kiernan and 
Mr. Shepherd. 


€ 


Glenn E. Carter, assistant vice- 
president, Bank of America, Los 
Angeles headquarters, was elected 
vice-president of the American Pub- 
lic Relations Association at that 
organization’s annual convention in 
New York City last month. 

Here he is shown at the conven- 
tion presenting a 75-pound anvil, 








Banker presentation to Bob Hope 


symbolizing the “anvil of public 
opinion,’’ to Bob Hope as the come- 
dian who contributed most to Ameri- 
can humor during 1946, in testimony 
that humor has “weight’’ in public 
relations. 

+ 


George R. Clark has been elected 
a vice-president of the Corn Exchange 
National Bank and Trust Company, 
Philadelphia, effective May 1. He 
is in charge of the bank’s consumer 
credit department. 


A. L. Pritchard, a director, has 
been appointed vice-chairman of the 
board at the National Bank of Com- 
merce in Memphis, Tennessee. He 
had been in charge of the liquidation 
of the Bank of Commerce & Trust 
Company, Memphis, which was com- 
pleted March 15. 


* 


Expansion of the research activ- 
ities of Robert Morris Associates has 
been facilitated by the employment 
of Lawrence T. Knier in the central 
office at Philadelphia. Mr. Knier 
will work under Raymond W. Dun- 
ing, secretary-treasurer, and will be 
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largely responsible for the research 
program of the organization, par- 
ticularly the statement and industry 
studies. He recently completed stud- 
ies for his M.B.A. degree at the 
Wharton School, University of Penn- 
sylvania, majoring in Finance and 
Industry. 
. 


John C. Orr has been advanced 
from assistant vice-president to vice- 
president of New York Trust Com- 
pany, New York City. Stationed at 
the Rockefeller Center office, Mr. 
Orr will be associated with the per- 
sonal trust development work in the 
head office and branches. 


¢ 


An officer of the Federal Reserve 
Bank of San Francisco since 1920, 
H. N. Mangels was recently ap- 
pointed first vice- 
president. He is 
noted for his 
knowledge of oper- 
ations, and of con- 
ditions throughout 
the Twelfth Fed- 
eral Reserve Dis- 
trict as a result of 
service at the vari- 
ous branches. In 
1942 he was ap- 
pointed cashier at 
the head office, and was made vice- 
president in 1944, 

Other official changes include the 
advancement of O. P. Wheeler from 
director of research to vice-presi- 
dent, and the promotion of Ronald 
T. Symms from assistant cashier to 
assistant vice-president. In addi- 
tion, the office of managing director 
at each branch has been eliminated, 
and promotions to the rank of vice- 
president and manager have been 
given to W. N. Ambrose, Los 
Angeles branch; D. L. Davis, Port- 
land; W. L. Partner, Salt Lake 
City; and C. R. Shaw, Seattle. 


¢ 





H. N. MANGELS 


Three former assistant vice-presi- 
dents of the American Trust Com- 














L. E. GRAYBIEL R. R. EMERY 


pany, San Francisco, who have been 
promoted to vice-presidents are: 
Lloyd E. Graybiel, in charge of 
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The permanent preventive and cure is the 
G/W “SAFEGUARD” FILING SYSTEM 


Today in thousands of offices, frenzied 
filing is a thing of the past. The 
“SAFEGUARD” System is the an- 
swer. Easy to install, easy to operate— 
it requires no special training; any- 
body can file and find accurately with 
less than five minutes explanation. 
Never again need you suffer the ex- 
pense, embarrassment or just plain 
irritation of mistakes in filing, delays 
in finding important papers. 


For 1-, 2-, 3-, and 4-drawer letter 
size files SAFEGUARD Outfits come 
ready-packaged, complete with direc- 


FIND-I-TIS* 
BOOK 


Find-i-tis, the 
amusing book- 
let packed with 
facts for easier 
filing. Send 
coupon. 





Globe - Wernicke 


FILING EQUIPMENT AND SYSTEMS 


| The Globe-Wernicke Co. 


tions for installation and use. If 
you need a larger installation, or have 
special problems, your Globe- 
Wernicke dealer will gladly give you 
consultation service without charge or 
obligation. 


And to get complete satisfaction 
from your filing system, be sure to see 
the famous GlobeArt Steel Filing 
Cabinets. They’re precision-built for 
feather-touch operation even when 
filled to capacity. These cabinets are 
increasingly available. Place your 
order now. 


“Headquarters for Modern Office Engi- 
neering,” Dept. BCH-57, Norwood, 
Cincinnati 12, Ohio 

Please send the famous Find-i-tis book 
showing the easy way to accurate filing. 
Name 

Address 


City_________Zone_____State. 








Visible Record Systems 
Office Furniture 
Bookcases 


Stationers’ Supplies 
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Do the job right... with speedy, labor-saving 
AMERICAN DeLuxe Floor Maintenance Ma- 
chines! They save time and cut costs! They’re 
versatile— plenty of power for steel wooling... 
polishing ... scrubbing ... buffing. Easy to oper- 
ate... dependable. 

Designed for either riding-on-head or riding- 
on-wheel operation. Efficient on all types of 
floors. Sizes include machines with a brush 
spread of 13, 15 or 17 inches. Write for full 
details. The American Floor Surfacing Machine 
Co., 537 So. St. Clair Street, Toledo 3, Ohio. 


Floor Machine Manufacturers Since 1903 


i AMERICAN 


Detaxe FLOOR MAINTENANCE MACHINES 





In writing to advertisers please mention The Burroughs Clearing House 
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public relations at the head office, 
who has been with 
the bank 25 years; 
Ralph R. Emery, 
who joined the 
staff in 1921 and 
has worked his 
way through the 
cashier’s depart- 
ment at the head 
office; Roy L. Bar- 
ber, manager of 
the Savings Union 
office in San Francisco! since 1939. 





R. L. BARBER 


° 


Jack Rieger, president of the 
Community State Bank, Kansas 
City, Missouri, has also been made 
vice-president of the Mercantile 
Home Bank and Trust Company in 
Kansas City. He will retain his post 
in the Community State Bank which 
he has held since 1936, succeeding 
his father, the late Alexander Rieger. 


> 


It is doubtful if any other com- 
munity in the nation could dupli- 
cate the accompanying ‘‘human inter- 
est’’ scene. It shows congratulations 
being tendered to 32-year-old George 








Bank presidents: “93 congratulates “32” 


Blanton, Jr., new president of the 
First National Bank, Shelby, North 
Carolina, by the 93-year-old presi- 
dent of the Union Trust Company 
of Shelby, J. T. Bowman. Thus is 
found in one community one of the 
oldest and one of the youngest bank 
presidents in the country. 


® 


Out of his own vivid recollections 
as a pioneer in the automobile indus- 
try has come “Motor Memories—A 
Saga of Whirling Gears,” written by 
Eugene W. Lewis, president, Indus- 
trial National Bank — Detroit. When 
the auto industry was in its infancy, 
Mr. Lewis was sales manager of the 
Timken Roller Bearing Company, 
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and as such he became intimately 
acquainted with many of motordom’s 
early experimenters. His humanized 
account is available from Alved, Pub- 
lishers, 12 Buhl Building, Detroit 26, 
at $3.50 a copy. 


S 


John C. Bates, vice-president of 
Marine Midland Group, Inc., has 
been elected a vice-president of the 
Marine Trust Company, Buffalo, 
New York. In his former capacity 
he had supervision of loan and 


credits for the Marine Midland 


banks. 


¢ 


Rod Maclean has been appointed 
assistant cashier of the Union Bank & 
Trust Co. of Los 
Angeles, but will 
continue in charge 
of the advertising 
and banks and 
bankers depart- 
ments, according 
to Ben R. Meyer, 
president. Fred- 
erick L. Lay- 
bhen, formerly of 
the bank’s credit 
department, has 
been assigned to the customer rela- 
tions department. 

Meanwhile, Michael Donnelly 
has been named manager, advertising 
and publicity de- 
partment, Califor- 
nia Bank, Los 
Angeles, the post 
formerly held by 
Mr. Maclean. Mr. 
Donnelly has been 
in the bank’s em- 
ploy for more than 
20 years, and for 
the past 10 years 
has been assistant 
advertising man- 
ager in charge of publicity. 

Kenneth E. McClure, public re- 
lations department, has been named 


assistant vice-president at California 
Bank. 





ROD MACLEAN 


M. DONNELLY 


S 


L. A. Schreiner, president, Chas. 
Schreiner Bank, Kerrville, Texas, 
was recently awarded the highest 
civic award given by the local 
Chamber of Commerce, the ‘‘Cita- 
tion of Appreciation for Civic Leader- 
ship.” It was in recognition of his 
many contributions in the building 
of Kerrville and Kerr County. Mr. 
Schreiner has been active in the 
Chas. Schreiner Bank for more than 
56 years, and president for 29 years. 
The institution was founded by his 
father in 1869. 
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All BRANDT Machines : 


AUTOMATIC CASHIERS (Coin Paying Machines) 
COIN SORTERS and COUNTERS 
COIN COUNTERS and PACKAGERS 


operate at great speed and thus save a vast amount of time in 
PAYING, SORTING, COUNTING and PACKAGING COINS. 
In addition these sturdily built machines assure ABSOLUTE 
ACCURACY, .as a result checking and recounts are eliminated. 


Send for detailed information regarding BRANDT products. 
CLIP AND MAIL COUPON maowl> 






. BRANDT AUTOMATIC CASHIER CO. B R A N DT 


WATERTOWN, WISCONSIN 


Please send complete information regarding Brandt products 
checked below : 


[|] Automatic Cashiers 


(] Coin Counters and Packagers 


COIN HANDLING 
DEVICES SINCE 


1890 


[] Coin Sorters and Counters USE 

(] Coin Storage Trays : THIS 

(] Coin Wrappers and Bill Straps COUPON 
GOPOIE. WR Si cssdiia wk adc’ sictcaomtedeccers coetiiuisdameaialidshindebgpsietaeeletisbslageebipapsalaiaiaaenicdeaeiaaaia 
Fk EA SOE OER OTN HS UE rae HOT 
2 ATSC SR AOM ROMER PPA Tere MITEL BEN SIE ~ STATE 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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FOR INSURANCES ON LIVES 
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Nothing’s changed but the name 


The next time you come to Philadelphia, 
you'll see a new name at our door. It's now 
The Pennsylvania Company “for Banking and 
Trusts,” instead of “for insurances on lives 
and granting annuities.” 

The old name was the original one granted 
to us in our charter in 1812. It was applicable 
then, because we were originally in the insur- 
ance business. But for many years we have 
been a bank and trust company. So, in the 
new name, we are calling a bank a bank. 

We might remind you, too, that we have 
recently joined hands with two other Philadel- 


phia banks: the Kensington National Bank and 
the Germantown Trust Company. These fine 
institutions, which have served their communi- 
ties since 1826 and 1889, respectively, are now 
part of The Pennsylvania Company*, and their 
officers are now officers of our Company. 
The addition of the one Kensington office 
and the four Germantown Trust offices will 
enable us to give our Correspondents even 
better coverage in the Philadelphia area than 
before. For we can now serve you and your 
customers through 18 offices, located conve- 
niently throughout the city and its suburbs. 


*for Banking and Trusts, that is 


THE 


PENNSYLVANIA 
COMPANY 


PHILADELPHIA 
MEMBER FEDERAL RESERVE SYSTEM ® 


for Banking and Trusts 


FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 
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CANADIAN BANKING 








By JAMES MONTAGNES 


Small Branch Development 


What may well become a prototype 
for other small branches in suburban 
and residential areas, was recently 
opened by the Canadian Bank of Com- 
merce at Long Branch, a suburb of 
Toronto. The branch is in a growing 
industrial and residential area; the 
bulk of its business is with individuals 
and small storekeepers. The branch 
was designed to attract these people 
by eliminating the usual cold bank 
atmosphere, and substituting the feel- 
ing of a friendly professional office to 
the banking room. 

Branch Manager A. C. Hopkins, 
formerly on the inspection staff at the 
bank’s head office, was given considera- 
ble leeway in designing the branch 
himself. He located the branch in a 
block of fairly new stores, with apart- 
ments on the second floor, and changed 
the vitrolite front to a stone front of 
modern design, with the windows of 
the manager’s office facing the street. 
The windows carry the name of the 
bank, and are partly of fluted glass. 

On entering through double doors 
and a small vestibule, the banking 
room and vault are in plain view. 
What strikes the customer at once is 
the color scheme, paintings on the 
walls, absence of marble or metal 
grilles and of all advertising in the 
form of counter displays. The walls 
are painted in muted tones of gray 
and blue-gray, with green trim dividing 
these two basic colors. Ceiling is done 


in gray. Counters and check desks 
are of light colored wood, with darker 
colored heavy linoleum tops on the 
sections are of 


counters. Tellers’ 





Custom-built teller’s desk 























The new Long Branch office, Canadian Bank of Commerce 


Atmosphere of friendly professional office created for suburban branch 


fluted glass and wood, with only a 
small ornamental metal grille in front 
of each teller. On the walls are color- 
ful warm oil paintings of the type 
usually found in professional or execu- 
tive offices. There are no paintings or 
drawings of the bank’s head office or 
of its officers in the banking room. 

All work in the branch was done 
locally. A local painter was engaged 
to try various color schemes in the 
manager’s office at right of the en- 
trance, until the right combination 
was found. Counters and check desks 
were manufactured by a woodworking 
company now established in a section 
of a new wartime munitions plant in 
the town. Counters were made in sec- 
tions so the office can be altered when 
expansion of working space is needed, 
and are built with a sloping plywood 
front, so that even the stoutest man 
could stand conveniently at the counter 
to make his deposits or transact’ his 
banking business. These counters dif- 
fer radically from the standard design 
formerly used by the bank, and it is 
understood a number of sets have been 
ordered for other of its branches. The 
tellers’ desks are custom-made and 
fitted with sunken sections so that 
card posting trays can be set in at a 
convenient level rather than stand on 
top or on a separate stand. There are 
no cages or tellers’ doors, each teller 
having a locked drawer in the desk for 
cash. Desks also line the wall behind 
the tellers’ desks to give added working 


facilities for the branch staff. 

The vault was constructed at the 
rear of the converted store, is finished 
in aluminum paint over the cement, 
and has cabinets on both sides for 
books and supplies. The tops of 
the cabinets, finished in black lino- 
leum with chrome trim, serve as 
working space for -bank officers when 
busy in the vault. An old safe has 
been completely covered with plywood 
and linoleum top to match the rest of 
the vault facilities, and there is ample 
room for adding to the present two 
sections of safe deposit boxes. 

The only advertising displays are 
the bank’s daily calendar, and under 
the heavy glass top of the check desks 
in the customers space small cards and 
folders of the bank’s services are dis- 
played. 

The branch has been visited by top 
officials of the head office and has met 
with approval throughout the bank 
premises administration, it is under- 
stood. So well regarded is the work 
of the young manager in designing and 
fitting this small branch that a number 
of similar branches are under con- 
templation. 

Sd e a 


New Foreign Exchange Control 
Regulations 


Canadian banks were authorized on 
March 28 by the Canadian Foreign 
Exchange Control Board to buy and 
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sell United Kingdom bank notes. 
Since the start of the war Canadian 
banks have not been in a position to 
deal in sterling notes and Canadian 
residents desiring to exchange them 
have been required to make special 
application direct to the FECB and 
satisfy the FECB as to the manner in 
which they were acquired. 

United Kingdom regulations pro- 
hibit both the export and import of 
sterling notes except for amounts not 
exceeding £20 carried by travelers. 
For this reason, the FECB points out, 
it is not possible to prescribe official 
rates of exchange for transactions in 
sterling notes. With the increase in 
travel between Canada and the United 
Kingdom, however, it is felt that the 
demand for and supply of sterling 
notes by travelers will enable a rea- 
sonable market to be maintained by the 
banks similar to the market which 
exists for such notes in the United 
States. It is expected that dealings 
will take place at rates which fluctuate 
to some extent according to supply and 
demand. 

_ + ae 


Donald Gordon Resigns as 
Prices Chief 


Donald Gordon, deputy governor of 
the Bank of Canada, has resigned as 
chairman of the Wartime Prices and 
Trade Board, a post he held through- 
out the war years since 1941, to give 
more time to the Bank of Canada. 
This was necessitated by the election 
of Graham F. Towers, governor of the 
Bank of Canada, to the post of execu- 
tive director for Canada at the Inter- 
national Bank. Mr. Gordon was for- 
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merly with the Bank of Nova Scotia, 
joined the Bank of Canada as secre- 
tary when the bank was founded in 
1935, has been deputy governor since 
1937, and is also chairman of the 
Foreign Exchange Control Board. He 
is succeeded as prices chief by Kenneth 
W. Taylor, his deputy in recent years, 
who will likely see the WPTB through 
its final stages. 
+ * ” 


Bank Profits 


In view of a number of errors in the 
listing of bank profits, (The Burroughs 
Clearing House, March, 1947, page 42) 
a corrected review of Canadian bank 
profits in 1946 is shown below: 


Net profit 
Bank Net rcenton Divi- 
Profit Paid-upCapital dend 
Bank of Montreal $4,487,783 12.4 8, Pius 
extra distribution payable January 2. to47 

Royal Bank of 

Canada 4,020,896 11.5 8 
Canadian Bank 

of Commerce 2,851,240 95 8 
Bank of Nova Scotia 1,588,456 13.2 12 
Bank of Toronto 1,194,459 19.9 12 
Dominion Bank ’ 860,769 12.3 10 
Imperial Bank 

of Canada 717,299 10.2 10 
Banque Canadienne 

Nationale 506,590 7.2 7 
Provincial Bank 

of Canada 246,284 6.2 6 


* + ° 


Barclays’ New Toronto Branch 


Barclays Bank (Canada) is estab- 
lishing a new office at Toronto to 
replace that on King Street at Bay 
Street. The bank has obtained a for- 
mer office building at 304 Bay Street 
between the Crown Trust and Guar- 
anty Company and the Canada Per- 
manent Trust Company. The building 
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Barclays Bank office as remodeled 


is now being remodeled to provide a 
vault basement, a two-story banking 
room and two floors of offices above it. 
Building will be finished in limestone 
with black marble base and doorway. 
Ornamental metal doors and: grilles 
will be featured, with the bank’s crest 
on both sides of the doorway, and 
name plates on both sides of the door- 
way above the marble base. The 
bank does not expect to have the 
building ready till late this year. 


. * ° 


Canadian Bankers Visit 
Australasia 


Canadian Bank of Commerce is the 
first bank to have completed a post- 
war business tour of Australia and 
New Zealand, with the return to 
Toronto at end of March of C. K. 
Highmoor, supervisor of the foreign 
department. _ The tour started last 
October, when Mr. Highmoor and 
James Stewart, assistant general man- 
ager, left for England, and flew from 
there to Australia. Mr. Stewart re- 
turned to Toronto late in February. 
The bankers visited all parts of Aus- 
tralia and New Zealand, including in 
their itinerary not only banks but 
principal industries of the two coun- 
tries. 

Currently the Royal Bank of Canada 
and the Bank of Montreal have repre- 
sentatives visiting in Australia and 
New Zealand. C.B. Clarke, Montreal, 
assistant supervisor of banking ar- 
rangements, and T. F. Whitley, To- 
ronto, special representative of the 
supervisor's department, are making 
the trip for the Royal Bank. 

Walter Henry Raikes, assistant to 
the general manager, Montreal, is mak- 
ing the visit for the Bank of Montreal. 
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AUTO PLAN 


“,,..the largest 
volume of loans 
in our history” 


By co-operating with alert, aggressive insurance 
agents on the Bank and Agent Auto Plan, banks 
all over the country are today obtaining a larger 
volume of desirable loans than ever before. 
These loans are being made with an above- 
average group of customers réferred to them 
by insurance agents. 

If your bank -is not now co-operating on 
the Bank and Agent Auto Plan, we urge you 
to investigate its advantages today. Find out 
how this plan can provide your bank with an 
exceptionally large number of profitable outlets 
for your lendable funds . . . help you establish 
your business on a broader, steadier base. Your 
local Aktna Agent will be glad to supply com- 
plete information. 


, Jas Wy. ee Ow. Son Oe. es OM tm Gee. Oe ee ee ee OO Bo. On 
Affiliated with Atna Life Insurance Company 
AUTOMOBILE INSURANCE COMPANY * STANDARD FIRE INSURANCE COMPANY 


HARTFORD CONNECTICUT 
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~  HERRING-HALL-MARVIN ENGINEERS 


i aa present to the nation’s bankers 
THE SAFEST - MOST CONVENIENT - MOST DEPENDABLE 


BURGLAR-RESISTIVE NIGHT DEPOSITORIES 


THAT THE ART AND SCIENCE OF METALCRAFT 
ENGINEERING HAS EVER PRODUCED 


3 GREAT SYSTEMS 
TO CHOOSE FROM 


1—The ROTARY. 2—The 
CIRCULAR. 3—The SIM- 
PLEX. Each in its class 
represents the highest 
modern achievement in 
structural integrity com- 
bined with architectural 
adaptability and guaran- 
teed burglar-resistive pro- 
tection. 
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H-H-M ROTARY NIGHT DEPOSITORY 


INSURANCE 
PROTECTION 


Herring-Hall-Marvin Night 
Depositories are designed, 
built and installed to rate 
the highest Night Deposi- 
try Insurance Classifica- 
tion money can buy—Un- 
derwriters’ Certified Bank 
Burglary Class “B”. We 
make no compromise with 
safety. 


ENGINEERING 
COOPERATION 


Herring—Hall—Marvin 
places at your disposal the 
cooperation of a qualified 
Night Depository engineer 
—to assure you every pos- 
sible advantage of con- 
venience and protection, 
This cooperation is availa- 
ble on new construction or 
replacement, as required. 





H-H-M CIRCULAR NIGHT DEPOSITORY H-H-M “SIMPLEX” NIGHT DEPOSITORY 





WHY EXPOSE YOUR BANK TO COSTLY PENALTIES? 


The bank burglar is definitely with us again. There were more than twice the number of successful 
bank burglaries in °46 as there were in °45. The attitude that it can’t happen here has cost many 
banks 5-year insurance penalties of 66-2/3% — amounting to thousands of dollars! Why risk such 
embarassment? Why hazard such loss of customer good will? Or such needless dissipation of a good 
bank’s assets? Your H-H-M Night Depository will both protect your bank and assure your stock- 
holders appreciated peace-of-mind. Wire, write or telephone for descriptive literature and prices—today! 


HERRING - HALL- MARVIN SAFE CO. waciron’s: 





MILTON, OHIO 


In writing to advertisers please mention The Burroughs Clearing House 
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New Booklets 


U. S. Securities and The Money 
Market . . . This is a noteworthy 
appraisal of the Federal fiscal policy 
and its relation to the money market, 
prepared as a summary of work on the 
subject by a large bank’s research 
department. Considered in order are 
the Federal debt retirement program, 
changes in the composition and owner- 
ship of the Federal debt, recent changes 
in the condition of banks, debt man- 
agement, interest rates and bond 
prices. These step-by-step considera- 


tions bring about a last-chapter fore- 
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GOVERNMENT 
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Review of 1946 + 
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Useful analyses 


cast of conditions in the money market 
for the coming year. With important 
statistics charted and interpreted, the 
18-page booklet may assist readers in 
replacing personal theory with facts 
and figures. 


The Farm Land Boom... In 
this booklet is the story of a large 
insurance company’s experience with 
rural real estate and its expectations 
for farm land prices in the near future. 
The study explains the company’s 
ll-year-old formula for appraising 
farm-loan risks and shows how this 
formula is being altered to deal with 
the changing evaluations of farm land 
in different sections of the country. 
The booklet may prove interesting to 
investors as a comparison with their 
own farm-loan concepts and plans. 


Investment Banking as a 
Career. . . . This booklet explains 
how one investment concern trains 
beginners in investment banking, what 
it considers to be the qualifications for 
such a career, and the opportunities 
for specialization in the investment 
banking field. It may be found inter- 
esting by young bankers, or by bank 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





executives as an example of an inten- 
sive employee-training program. 


Needs for Rail Earnings .. . 
A report for those interested in rail 
investments, this pamphlet deals with 
the capitalization and earnings of rail- 
roads during the past 25 years. It 
also includes selected comments on 
the needs and prospects for rail trans- 
portation in the different sections of 
the country. 


Motor Carrier Financing. . . 
How can a bank best meet the credit 
requirements of local trucking enter- 
prises? In this booklet, criteria for an- 
swering this question are proposed and 
explained, interest and down-payment 
policies are studied, and other factors 
in this specialized type of loan business 
are brought to the reader’s attention. 


Truckers Look to The Banks 
. - « A supplement to the above 
booklet, this 15-page pamphlet is 


Vv 





fl 
AMERICAN TRUCHING ASSOCIATIONS, RC ° 
Pacem Be AMERICAN TRUCKING ASSOCATIONS, Bi. 











On truck loan finance 


‘specifically addressed to those who 


see possible loan business in truck- 
ing concerns. It explains truckers’ 
current credit requirements for re- 
placing equipment, their competitive 
status and outlook for profits, and 
other business factors as seen by 
truckers when considering loan sources. 


Still Timely 


Trade and Tax Facts... By 
R. C. Leffingwell, this is a lucid analy- 
sis of modern tax theory and practice. 
As a sequence to the analysis, the 
author’s suggestions for tax law revi- 
sion are given. 


Trust Forums ... A 43-page, 
verbatim account of four well-organ- 
ized forum discussions on estates, wills 
and trusts, sponsored by a Texas bank 


for a select group of customers and 
friends. 


Analysis of 38 Banks .. . This 
analysis of detailed year-end figures 
for 38 representative banks facilitates 
comparisons between the banks noted 
or between those and others chosen by 
the reader. 


The Use of Warehouse Receipts 
- « - A comparison of the uses for 
negotiable and non-negotiable ware- 
house receipts. Included are quota- 
tions from bank officers, giving their 
opinions as to the relative advantages 
in these two types of receipts from the 
investors’ viewpoint. 


Vacations for Office Workers 
. - « This 45-page booklet, provided 
by the Policyholders Service Bureau 
of the Metropolitan Life Insurance 
Company, is a complete survey of cur- 
rent employee-vacation policies of 102 
representative companies. 


Opening Deposit Accounts... 
An employee manual, explaining for 
members of the bank staff the proce- 
dure to be used in opening deposit 
accounts, and describing the various 
types of accounts, along with authori- 
zation papers required in each case. 


Checking Account Manual... 
For the bank staff, this manual: ex- 
plains the methods of handling and 
promoting no-minimum-balance check- 
ing accounts. Included is a portfolio 
containing samples of all forms used in 
servicing the accounts, the checkbook 
itself, and some of the advertising 
pieces used to promote the:service. 


Safeguards Against Forgeries 
. « « This booklet is a concise guide, 
pointing out precautions, from the 
first identification and investigation of 
new depositors, through the presenta- 
tion of checks for deposit and pay- 
ment. A complete index helps make 
the booklet valuable as a reference. 
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customers with needless X 2 
lobby delays... | 
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5 ways to give faster 
check-handling service 


1. Split tellers’ windows. The customer presents his check 
for payment at near side of center partition, steps to far side 
to receive his cash. No delay while teller counts it. Simple, 
but tellers handle up to 25 per cent more customers. 





2. Forestall endorsement errors. Put up a “reminder” card 3. Suggest staggered paydays. Request Factory “A” to pay 
on customer counters. Select the most common check- on Wednesday, Store “‘B” on Thursday, etc. Many em- 
endorsement errors. State clearly the proper procedure. Cor- ployers have appreciated this suggestion. Saves employees’ 
recting mistakes at teller’s window means needless delay. time at the bank, cuts down lines at tellers’ windows. 





4, Make checks easy to read. Urge your customers to design 





their checks with all essential information at the right. A make identification easy. Paper easy to write on makes 
tactful way is to give them copies of Hammermill’s idea- checks easy to read. You'll find Hammermill Safety a good 
book, ‘‘Business Checks.’’ Send coupon for FREE copies. choice for checks. Coupon will bring samples. 





Hammermill Paper Company, } 
1503 East Lake Road, Erie, Pennsylvania. 


Please send me—free—a copy of “BUSINESS CHECKS” and include sam- 
ples of Hammermill Safety paper showing its wide color range and variety 
of background patterns. 


Position 





Name sonia ita 
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MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA., FOUNDED 1898 
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By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Consideration for Renewal Note 


A woman sued as maker on a re- 
newal note by an Oklahoma bank 
admitted that the note sued on was 
executed by her to take up the unpaid 
balance on the original note. How- 
ever, she contended that she was not 
liable because there was a failure of 
consideration for the original note. 

She testified that she agreed to and 
did execute the original note upon the 
agreement and promise on the part of 
the bank to transfer and deliver to 
her a certain note executed by a third 
party for the use and benefit of her 
deceased husband. She argued that 
since the bank had failed and refused 
to deliver the third party’s note to her 
as agreed, the consideration for her 
original note to the bank had failed. 

Against this the bank contended 
that, as she had admittedly executed 
and delivered both the original note 
and the renewal note, she had by 
executing the renewal note waived the 
delivery of the third party’s note to 
her and waived any defense she might 
have had as to the failure of consider- 
ation for the original note. 

The Oklahoma court, agreeing with 
the bank, said: 

“One who gives a note in renewal of 
another note, with knowledge at the 
time of a failure or partial failure of 
the consideration for the original note, 
waives such defense and cannot set it 
up to defeat a recovery on the renewal 
note.” (Fairfax National Bank vs. 
Burt, 176 Pacific Reporter, Second 
Series, 216.) 


¢ 4 Sf 


Liquidation of Pledged Assets 


In the depression years a New Jersey 
bank found itself with certain assets 
which could not be immediately liqui- 
dated. To relieve the bank of this 
situation, certain directors and former 
directors formed a corporation which 
bought the frozen assets. Payment 
was made partly in cash and partly by 
a note. The assets were themselves 
pledged with the bank to secure the 
note. 

A contract was then made between 
the corporation and the bank whereby 
the bank agreed “to administer and 
manage the assets, giving said assets 
the same care and attention as though 
the assets remained in its own port- 
folio, and having all power needful to 


the proper administration of said 
assets.” 

The bank administered the assets 
under this agreement for ten years, 
making liquidations from time to time 
and crediting the amounts realized on 
the corporation’s note. At the end of 
ten years the bank proceeded with a 


legal action to collect the unpaid 


balance on the note. Along with its 
answer to this action the corporation 
brought a bill in chancery demanding 
an accounting for amounts received by 
the bank on the liquidation of the 
assets and for credit on the note “for 
the difference between the amount 
credited on the same and the true 
value of the assets sold’’ and generally 
for the difference in face value of the 
collateral and the amounts received. 

The corporation charged that the 
bank had violated a “fiduciary duty” 
and asserted that the whole purpose 


of the transaction was to provide for 
a “slow and orderly liquidation of the 
assets when they reached the book 
value thereof and that the liquidation 
of the assets was to be postponed for 
as long a period as was necessary so 
that the complainant corporation 
might be assured of recovering the 
full price it paid the bank for said 
assets.” 

“TI do not find,”’ said the New Jersey 
Vice Chancellor, “‘that it was con- 
templated by the parties that there 
was to be no liquidation of the pledged 
assets until they reached the book 
value thereof, nor that the liquidation 
was to be postponed for as long a 
period as was necessary to bring about 
that result. Such a claim is contrary 
to the terms of the agreement. 

“The agreement requires the bank 
to administer and manage the assets 
without any service charge to the 











Now Available 





EASY SNAP 
“Style C”’ FILE BOX 


Corrugated Paper—Hinged Lid 
150 stock sizes 






ALL STEEL 
Sliding - Drawer 
FILES 


MADE ANY SIZE TO YOUR 
SPECIFICATIONS 





STRAYER 


THE STRAYER COIN BAG COMPANY ,New Brighton, Pa. 


Manufacturers of BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES — 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS— 


Prompt Deliveries 





T-SD 
Sliding-Drawer FILE 


With All Steel Front 
(Corrugated Paper) 50 stock sizes 








WE GUARANTEE oOuR 
TRANSFER FILES 
TO PLEASE YOU OR 
NO COST TO YOU IN THE 
TRANSACTION 








«- MAIL ORDERS TO .... 


CURRENCY STRAPS—BANK SPECIALTIES 








j 
m4 
H. 
| 
4 
BS 
q 
i 
1 








50 


corporation, giving said assets the same 
care and attention as though the assets 
remained in its own portfolio. The 
degree of care thus required did not 
exceed that required of any pledgee, 
namely, such care as prudent business 
men exercise in regard to their own 
property of a similar kind under 
similar circumstances. 

“One of the parties in interest in the 
corporation testified that some of the 
assets were in his opinion sacrificed. 
The assets of which he complained 
were disposed of when, as he himself 
described it, ‘the market was dead,’ but 
that he felt it would come back. Even 
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though the market had come back, 
wisdom after the event is not the test 
of responsibility. This same witness 
testified that’ the stockholders of the 
corporation annually received a state- 
ment from the corporation’s treasurer 
which reflected all losses on all prop- 
erty, all notes and everything else. 
The corporation’s president testified 
to the same effect and said he had 
registered no objection to the situation 
disclosed with respect to liquidation 
of assets. 

**The minutes of the corporation and 
the bank show that the corporation 
stockholders were regularly advised of 
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Our more abundant way of life is largely 
due to the more economical production 
of our basic industry—farming— in pro- 
vidin food, fibre, and oils to feed a hungry 
world and to supply the.raw materials 
for an ever-increasing number of indus- 
trial products. Farmers, realizing the in- 
creasing importance of economical pro- 
duction, are using Modern Methods to 
ners and to retain the fertility of the 
soil and thereby to increase production 
and farm income. 
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the manner in which the liquidation of 
the assets was proceeding and no 
objection thereto was made. 

“Ten years have elapsed since the 
making of the agreement between the 
bank and the corporation, during 
which period the liquidation of the 
collateral proceeded with knowledge 
on the part of the corporation of all 
material facts during all of that period. 
The corporation throughout the entire 
period remained inactive and abstained 
from impeaching the agreement and 
all acts thereunder. The bank had a 
right as pledgee to rely upon the 
agreement with the pledgor and to 
rely upon the pledgor’s acquiescence 
in the disposal of said assets and the 
liquidation of the same. 

“Generally, if there has been un- 
reasonable delay in asserting claims, a 
party knowing his rights does not 
seasonably avail himself of means at 
hand for their endorsement, but suffers 
his adversary to incur expense or 
change his position, or if there has 
been actual or passive acquiescence in 
the performance of the act complained 
of, equity will refuse her aid. 

“Decree in favor of the bank.” 
(Montclair vs. Star, 50 Atlantic Re- 
porter, Second Series, 481.) 
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Defaulted Bonds of Joint Stock 
Land Bank 


A Wisconsin investment company 
sued the United States in a Federal 
Court to recover on certain defaulted 
bonds of a Joint Stock Land Bank. 
After the company bought the bonds 
the bank defaulted in the payment of 
interest due and, under authority of 
the Federal Farm Loan Act of July 17, 
1916, was declared insolvent by the 
Federal Farm Loan Board and placed 
in the hands of a receiver for liquida- 
tion. 

The investment company’s _ suit 
against the United States was to re- 
cover, with interest, the principal of 
certain bonds of the bank which had 
matured after the receiver’s final 
liquidation. The company, in bringing 
its suit, allowed credit for 55.27 per 
cent paid by the receiver on principal 
and made its claim for the balance of 
principal and past due interest. 

The company contended that the 
bonds were obligations of the United 
States by reason of the provisions of 
the Federal Farm Loan Act of 1916 
and the facts and circumstances under 
which they were issued and sold to 
the public. In support of this conten- 
tion, the company relied largely upon 
this recital in the bonds themselves: 
“This bond is issued under authority 
of the Act of Congress approved July 
17, 1916, which provides that ‘farm 
loan bonds issued under the provisions 
of this Act, shall be deemed and held 
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to be instrumentalities of the Govern- 
ment of the United States and as such 
they and the income derived therefrom 
shall be exempt from Federal, State, 
municipal, and local taxation.’ ” 

Ruling against the investment com- 
pany, the United States Court of 
Claims said: 

“We cannot accept the argument 
that the Joint Stock Land Bank bonds 
here in question are obligations of the 
United States. 

“The facts alleged, which are to be 
considered in connection with the 
provisions of the Federal Farm Loan 
Act of 1916, are not sufficient to sup- 
port the conclusion that the Joint 
Stock Land Bank bonds are obliga- 
tions of the United States. Neither 
the statute nor the bonds contain any 
express promise by the United States 
to pay the bonds or to become liable 
for any other obligation or debt of the 
bank, and we think no such obligation 
can be inferred or implied in the cir- 
cumstances. 

“The language and history of the 
Farm Loan Act and the language and 
promises appearing on the bonds nega- 
tive any implication of a promise to 
pay by the Government or the right 
of the purchasers and holders of the 
bonds to look to the United States as 
maker, surety or guarantor. Had 
Congress intended that the United 
States should be liable for payment of 
the bonds or the interest thereon, either 
originally or upon default of the bank, 
it seems obvious that it would have 
used language sufficiently clear to 
express that purpose, or some indica- 
tion of that important fact would have 
been given in the reports on and the 
explanations of the statute.” 

The court then reviewed the Con- 
gressional history of the Farm Loan 
Act and concluded that the debates 
and statements in the House and 
Senate when the Act was _ passed 
‘showed very clearly the intention that 
the farm loan bonds, as well as other 
obligations of the Federal land banks 
and the joint stock land banks should 
not be obligations of the United States.” 

“We conclude,” the court added, 
‘that the declaration by Congress, in 
Section 26 of the Federal Farm Loan 
Act, that farm loan bonds issued under 
the Act ‘shall be deemed and held to 
be instrumentalities of the Govern- 
ment of the United States’ did not 
necessarily make the bonds govern- 
mental obligations. The decided cases 
establish the principle that an instru- 
mentality of the United States, al- 
though not an obligation, may be 
exempt from State taxation when, in 
the exercise of a constitutional power, 
it is authorized and used by Congress 
as a means or agency for carrying out 
a governmental function. The land 
bank bonds in question were instru- 
mentalities of that class.” 


This decision is a timely reminder 
that a bond or other security desig- 
nated as “an instrumentality of the 
United States” is not necessarily an 
obligation of the United States. (Bank- 
ers Farm Mortgage Co. vs. United 
States, 69 Federal Supplement, 197.) 
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The checks represented dividend pay- 
ments due her from the receivership. 

The checks came into the possession 
of her surviving husband, who en- 
dorsed her name thereon and cashed 
them. The drawee banks honored the 
checks. 

The receiver sued the two banks on 


the ground that the endorsements on 

the two checks were forgeries and 

Checks to Deceased Payee hence the banks were liable for the 
An Illinois woman had an interest amounts paid out on them and charged 
in a defunct corporation. Two years. to the receiver’s account. The banks 
after her death the receiver of the filed an answer saying that when the 
corporation issued two checks, each on respective checks were paid, the checks 
a different bank, payable to her order. did not represent assets of the deceased 
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woman for the reason that they were 
reduced to possession by her surviving 
husband, who, upon her death, became 
her sole heir at law. 

The Illinois court upheld the banks’ 
contention and said: 
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**The signing of another’s name with 
no intention to defraud is not forgery. 
We hold the husband being the sole 
heir of his déceased wife, the payee of 
the checks, and all her debts having 
been paid,-he was entitled to receive 


° 


her whole estate; that her estate vested 
in her surviving husband without pro- 
ceeding of probate. We hold this to 
be a complete defense to action against 
the defendant; banks.” (66 Northeast- 
ern Reporter, Second Series, 98.) 
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TRANSITION POLICIES 


(CONTINUED FROM PAGE 19) 


a corresponding need for more working 
space for the larger staffs needed. 
This problem would not be so severe 
if it were possible, or advisable, to put 
new construction plans into effect at 
the present time. We have, therefore, 
made detailed studies of floor use with 
gratifying results. In some cases rela- 
tively simple and inexpensive struc- 
tural changes, in others mere depart- 
mental rearrangements, have afforded 
us maximum space utilization. At the 
head office, for example, administra- 
tive officers not directly serving the 
public were moved to upper floors, 
where other rearrangements provided 
room for them, thus creating more 
space on the main banking floor for 
customers and the personnel who are 
in daily contact with them. Not only 
are our customers better served but 
administrative officers and their staffs 
are in locations better suited to their 
work. We have made it a point 
whenever such a move is made to 
install the most modern equipment 
available and to make the new quar- 
ters as attractive as possible. 

Perhaps the most perplexing prob- 
lem of this period is that of personnel. 








Bank and U. S. Treasury Building 


Federal Reserve System 





—= 





American Security & TRUST COMPANY 


Member Federal Deposit Insurance Corporation 


“Knowledge is of two 
kinds: We know a subject 
ourselves, or we know 
where we can find in- 
formation upon it.’’ 


—Samuel Johnson. 


You are invited to call 
upon us for any Wash- 





ington correspondent ac- 
tivity ...of any type... 
at any time. 


WASHINGTON, D. C. 
Daniel W. Bell, President 








In writing to advertisers please mention The Burroughs Clearing House 








In many areas the shortage of trained 
help continues and the supply of male 
trainees is still inadequate. Younger 
workers do not seem to have as much 
interest in banking as a career, or as 
much pride of workmanship, as in the 
years before the war. Turnover is 
heavy. These conditions may be 
attributed partly to the general atti- 
tude, especially of younger workers, 
toward jobs today, but I believe that 
management should assume a large 
share of the responsibility for failing 
to attract, and particularly to hold, 
desirable personnel. 

Material inducements are naturally 
of paramount importance to bank 
employees, as they are to those in all 
fields, but it would be a mistake to 
assume that other appeals are inconse- 
quential. We offer group life and 
hospitalization insurance, foster ath- 
letic teams, provide lunchroom service 
at the head office and recreation rooms 
wherever space permits, and con- 
stantly strive to make working condi- 
tions pleasant. Music is piped into 
departments handling heavy-volume 
routine work, such as the clearing, 
transit, and filing departments. 

We encourage a friendly atmosphere, 
not only in our daily contacts with 
customers and visitors, but also in 
our working relations throughout the 
bank. We believe that if we preach 
democracy we should practice it, and 
to this end imperialistic attitudes and 
austerity on the part of seniors is 
emphatically discouraged. We feel 
that the officers should not consider 
themselves as individuals set apart 
from and something better than other 
staff members. If the senior staff 
members, not excepting the top, of an 
institution can break down an impres- 
sion of official severity and transact 
the bank’s business on a common plane 
without undue familiarity, it is bound 
to be reflected in a spirit of friendliness 
and helpfulness. 

The feeling is constantly growing in 
banking and industry that there is no 
longer any need for obsequious for- 
mality. By this I do not mean that 
disrespect to officers or department 
heads is to be tolerated at any time. 
However, I have seen places where an 
employee would not think of speaking 
to the president. He would wait for 
the president to speak first. This, in 
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my opinion, is a mistake and one most 
harmful to the welfare of the bank. 
When I am not in necessarily close 
conference my office door is always 
open. It is not necessary for our staff 
members to make appointments to see 
me or any other senior officer. I want 
all, senior and junior, to feel that my 
door is really open. They should 
come in because they are welcome to 
come in and not wait to be invited. 
The members of any business organi- 
zation can find more happiness out of 
their working associations if they 
really know one another. You cannot 


invite them to know one another; that 


must come out of a friendly working 
atmosphere. 

Instead of a house organ, our staff 
members receive a letter from the 
president, which is sent out periodi- 
cally. For the first time, in January 
of this year, a copy of the bank’s 
annual report was sent to each em- 
ployee, addressed to his home address, 
with accompanying comment from 
me. The resultant response was pleas- 
ing and satisfactory. 


FREE expression of opinion by staff 

members regarding bank operations 
and policies is encouraged. Through a 
committee on suggestions, awards are 
given for any suggestion adopted for 
the improvement of operations or pub- 
lic relations. Bulletins are issued from 
time to time giving results of sugges- 
tions considered. 

No special effort is made by the 
management to sponsor social activi- 
ties for the staff, as these are largely 
contained in the entertainment pro- 
gram of the American Institute of 
Banking. However, the bank has a 
20-Year Club, consisting of members 
who have been with the bank for that 
period or longer. Among them are 
several who have reached the 50-year 
mark. <A public speaking club also 
meets regularly in the directors’ room 
at the head office in which men and 
women from the branches and head 
office alike participate. Branch man- 
agers’ meetings, in which assistants are 
included, are held twice each year fol- 
lowed by an evening dinner and enter- 
tainment. Head office officers and 
department heads attend and a liberal 
opportunity is afforded for each and 
all to present any subject for discus- 
sion and to make suggestions and 
criticisms. 

We have taken the G. I. program 
seriously. Those who went into mili- 
tary service found a warm welcome 
upon their return, with the same 
opportunities awaiting them as were 
available before. In a number of 
instances, we found bank people with 
war experience who very positively 
showed their greater worth to the bank 
today. Such experience has_ been 
taken into consideration in placing 


them upon their return to us. We 
have participated extensively in G. I. 
loans and have been of substantial 
help in many cases. The bank has 
also been running a housing bureau 
for our returned veterans in an effort 
to help them and their families find 
homes. 

It is axiomatic that an enterprise 
cannot long flourish unless it maintains 
the quality of its leadership. The 
management of our bank is constantly 
on the alert to find future officer 
material. As this is written, we are 
completing our first post-war indoc- 
trination course for contact employees, 
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for tellers and others who meet the 
public, given under the direction of a 
competent and experienced officer. 
This group meets twice monthly with 
the senior department heads to discuss 
the functions of the different depart- 
ments and so become better prepared 
to answer customers’ questions and to 


‘recognize and take advantage of new 


business possibilities. 

Out of these groups come those who 
seem material for promotion. As 
young men are selected for training as 
future officers, a special program is 
arranged for them. In carrying out 
this policy we sometimes take them 
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out of positions where they fit admira- 
bly in order to rotate them through 
several upper-bracket departments for 
special training. Such persons may 
even work temporarily under those 
who are their juniors. As is natural, 
some trainees fail to measure up to 
expectation but on the whole the 
experiment has worked well so far and 
as we have further opportunity to 
develop it we hope for great advantage 
to our organization. 

As an additional help, we recently 
installed a banking and economic 
library under the direction of a trained 
research librarian. Its facilities are 
available to all staff- members inter- 
ested in increasing their knowledge of 
banking and business. 


AN important part of our post-war 

program could be termed “Give 
Younger Men a Chance.” It is tradi- 
tional in some institutions that only 
the president and senior officers should 
conventions of the 
American Bankers Association and 
state or regional bankers organiza- 


| tions. Now that so many of our people 


| to banking conventions. 


have returned from military service, 
we are sending as many young men 
as possible along with the senior officers 
This gives 


| the younger men an opportunity to 


mingle with those of more mature 
years, experience and judgment and I 
believe that we, as well as they, get a 
great deal out of attending these con- 
ventions because of the fresh view- 
point obtained. They come back 
bulging with ideas they have picked 
up talking with officers of other banks. 


| The application of this policy makes 


| at banking meetings alone. 


the younger officers more important 
to the institution and encourages them 
to greater participation in our activi- 
ties and plans. 

We do not confine our representa- 
tion of younger officers to attendance 
Since we 
are keenly interested in the promotion 
of industry, agriculture, marketing 
and merchandising, we also try to 


_ have them present at other gatherings, 
_ such as those of associations of ma- 
| chinery and home appliance distribu- 


tors, cattle men, wool growers, the 
State Chamber of Commerce and 
similar organizations. On occasions 
like Market Week in San Francisco, 
sponsored twice a year by the Western 
Merchandise Mart, we like to have 


| our men present. 


| tunities to give assistance. 


It is definitely our policy to en- 
courage officers to participate in civic 
and community affairs; in fact, they 
are asked to keep in touch with every 
activity that promotes the general 
welfare of their city and to seek oppor- 
We like to 
have them serve as instructors and 
speakers in local chapters of the 
American Institute of Banking, to be 


active in committee work of the Cali- 
fornia Bankers Association and to 
take part in the activities and studies 
of credit men’s associations, auditors’ 
groups and similar professional organi- 
zations. Agriculture in all its phases 
has their similar attention. 

Public relations activities are defi- 
nitely established at Anglo as a basic 
function. During the past fifteen years 
the attitude of the public toward bank- 
ing has improved, but if there is any- 
thing bankers have learned it is that a 
public relations program is not some- 
thing that can be turned on and off. 
At Anglo it is a permanent, integral 
part of the spirit of the institution, a 
way of business life. 

We believe that serving well as many 
people as possible is one of the best 
ways to make friends for banking. 
Therefore, we offer as broad a range 
of services as can be found anywhere 
in the United States and we stress 
those of popular appeal. Our belief 
is illustrated by our slogan ‘“‘Whether 
your account is large or small, you’ll 
always be welcome at Anglo Bank.” 

A bank cannot stand still and its 
management must be alert to the 
changing conditions of its community 
life. Even country communities are 
not isolated any more and small busi- 
ness is not the only kind you find today 
in the small town. Big business has 
found it advantageous to locate there, 
largely as a result of the moves away 
from congested cities during wartime. 


URING the war years the metropoli- 

tan area of Oakland, across the bay 
from San Francisco, gained substan- 
tially in population and its downtown 
retail district is handling a larger 
volume of business today. Some time 
ago, in planning for the future, our 
bank purchased a prominent corner 
property in the heart of this shopping 
district, intending to construct a new 
banking office. After V-J day, in sur- 
veying Oakland conditions, we found 
that local merchants resented any 
bank taking over this long-established 
retail business corner. Their feeling 
was that a bank building, which is 
closed before 10 A.M. and after 3 P.M., 
results in a dead spot; whereas retail 
stores are active throughout the busi- 
ness day and lighted during evening 
hours to show attractive window dis- 
plays which bring shoppers down- 
town. This led our building commit- 
tee to make a study of similar banking 
conditions in other cities, and finally 
to our decision to use the second floor 
of the proposed building for our Oak- 
land main office, the first upstairs 
bank in this area. When constructed 
this office will be reached by escalator, 
stairway and elevator service, and the 
ground floor, aside from that portion 
necessary for the bank entrance, has 
been leased on a long-term basis to a 
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high-grade retail store. 
most favorable. 

For years all officers have taken a 
regular interest in the commercial 
customers of the institution and each 
important depositor is programmed to 


Comment is 


receive at least two calls annually at 
his place of business. 

The brief comments I have made are 
directed toward a depiction of Anglo’s 
philosophy of banking. This philoso- 
phy is probably little different from 
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that of any bank where thoughtful 
effort is made to build, to improve, to 
serve better and to be ever mindful of 
an obligation to the community in 
which it lives. In short, Anglo tries 
to be a good and useful citizen. 


BANK PERSONNEL 


(CONTINUED FROM PAGE 21) 


The placement directors have been 
very co-operative in this effort, but, in 
some instances, we were disappointed 
to find we were not reaching the girls 
we'd like to reach, and again we feel 
rather sure that this was because the 
message was not vivid enough to stand 
out in that mass of job offers on the 
bulletin board. Now that we have the 
booklet we are getting much better 
results. 


E have had tours throughout the 

years, but gradually our tour talk 
became so filled with technical terms 
that it became meaningless for recruit- 
ing or for any other kind of tour. Our 
tour talks now have three different 
slants: One for recruiting, one for 
induction, and one for grade school 
children. 


In rewriting the recruiting tour talk, 
we kept in mind that a prospective 
applicant is not interested chiefly in 
the technical operations of a bank. 
These details are fine in an induction 
tour, but best kept to a minimum in a 
recruiting tour. The girls want to see 
where beginners work, what they do, 
and what they’re like. So we try to 
give them the “feel” of the bank, 
rather than to cram their heads with 
technical details. 

Then we hada short training pro- 
gram for seven hostess-guides. In 
selecting them, we chose girls who are 
friendly, personable, enthusiastic, and 
able to talk fluently about the bank. 
All of them have pleasant voices. We 
gave each girl a copy of the talk, but 
suggested she not try to read it, but 
rather use unobtrusive notes for the 
highlights of the tour, and to use her 


own words based on some general 
suggestions. All of these girls can, 
without any prompting on our part, 
give anyone the impression that the 
First Wisconsin is a good place to 
work. 


MOREOVER, the girls were asked 
to emphasize these things: 

1. That we offer training plans for 
all beginners and that we are concerned 
about the progress and welfare of our 
staff. 

2. That a bank is a sales organiza- 
tion and that everyone who works in 
it helps to sell service. 

3. That the reputation of our bank 
is widely and favorably known. 

4. That our desire always is to 
please the customers. 

It is hard to impress that latter fact 
on girls whose jobs do not include pub- 
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lic contact, so we start early to educate 
prospects that no one can be successful 
in a bank if she is not “customer 
minded.” 

We plan to make every minute 
count the day of the tea. Each hostess 
is assigned a section of the lounge where 
she will assemble ten or so guests. We 
have little colored flags on standards 
to designate each section, and the 
hostess wears a colored badge to match. 

The first guests usually arrive about 
3:30 P.M. A hostess at the door has a 
list of the guests we expect. She checks 
them off as they come and gives each 
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guest a colored badge with her name 
on it. When this hostess has given 
out, say, ten pink badges, the hostess 
with the pink badge takes her guests 
to her section, gives them a chance to 
remove their wraps, and get their 
bearings for a few minutes. Then she 
makes a brief, informal talk like this: 

“Everyone who works in a bank is a 
salesman. We employ nearly a thou- 
sand people who help us to sell the 
only two things a bank has to sell: 
credit and service. 

“On this tour, there won’t be time 
to show you every section of the bank, 
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but I want to show you how we go 
about selling credit and service. I 
want especially to show you how we 
try to make the bank a place where 
people like to work and where people 
like to do business. I also want to 
show you where our beginners start 
work.” 

Each hostess knows exactly where to 
go, and approximately how much time 
she can devote to each point visited, 
because we had a “‘trial flight’’ of the 
tour in which we rehearsed these 
things. From the lounge, she takes 
the girls to the main floor where, first 
of all, she talks about the pages thus: 

“Please notice the girls in the blue 
uniforms and the girl sitting at the 
reception desk at the front of the bank. 
She is in charge of the pages, the girls 
in uniform. When we go back upstairs 
for tea, I’m going to tell you more 
about them and the training they 
receive in preparation for junior steno- 
graphic work.” 


‘THE hostess does not try to tell that 

story here, because the guests are 
too busy looking around at this point. 

There is not time in this kind of tour 
to talk much about the loaning divi- 
sions, the collateral, discount, collec- 
tion, safe deposit departments, and so 
on, although these are always in- 
cluded in detail in an induction tour. 
Instead, the hostess uses the time to 
show how some of the work on the 
main floor is especially related to the 
jobs most of the beginners will have. 

When she comes to the commercial 
tellers, she stops for a longer time and 
says something like this: 

“These are the tellers who receive 
bank deposits and cash checks. The 
tellers all help to maintain the bank’s 
reputation for good service. If a cus- 
tomer doesn’t like the way he is 
treated when he comes in to deposit 
money or to cash a check, he may 
change banks. That is why we put so 
much emphasis on courtesy in bank 
work. 

*‘Nearly 200,000 checks per day go 
through the bank. Many of them are 
received through the tellers in the main 
office and in the twelve branches. The 
rest are received through the mail from 
customers and from other banks. 

“The deposits are picked up from 
each teller’s cage at regular intervals 
and placed in a tube (point to it) where 
they travel in eighteen seconds to our 
accounting and bookkeeping depart- 
ments on the sixteenth floor.” 

Some of our people, steeped in bank- 
ing lore and language, cannot help but 
chuckle at the way we describe bank 
operations in this talk, but we still 
feel it is better not to be technical on a 
recruiting tour. There is not time, as 
in an induction tour, for much explana- 
tion of technical terms. Wherever 


possible, we try to translate bank 
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language into words more readily 
understood. We do not underestimate 
the intelligence of our guests, but then, 
we cannot assume they know bank 
language. For instance, we feel sure 
“item” would mean nothing to them. 
We just talk about checks and let it go 
at that. 

We try to fill this talk with human 
interest, because until you work in a 
bank, you can’t always appreciate the 
fact that a bank is filled with human 
interest. When the hostess sees that 
the guests are sagging a bit, she stops 
to tell one of the bank’s human inter- 
est stories. We have one that is a 
great favorite with all high school girls; 
and it probably does more to convince 
them that a big bank can be human 
than anything else we tell them. That 
is the story about the soldier, stationed 
in Germany during the war, who re- 
quested that the bank take a specified 
amount from his checking account to 
buy an engagement ring and present it 
to a certain young lady. The girls 
always are pleased to hear that one of 
our officers proposed by proxy for the 
young soldier. 

Other points of special interest on 
the main floor in this tour are the 
savings department and the women’s 
department. 


At the savings department, the 
hostess says something like this: 

“This is the savings department 
where the bank can make many friends, 
because we have 155,000 savings ac- 
counts in our main office and branches. 
The )person who comes in to make a 
deposit or a withdrawal likes to have 
a friendly teller serve him. Many 
banks have trained women to be sav- 
ings tellers, because most women are 
naturally sociable and patient with 
detail. We have trained a number of 
girls to be savings tellers, and right 
now we're training more. When we 
go back to the lounge, I'll tell you 
about the preparation a girl needs to 
be a savings teller.” 

The girls are always interested in 
the women’s department. Here the 
hostess tells them that “more and 
more women are doing the banking for 
the family, and for the information 
and service of our women customers, 
we have a women’s department man- 
aged by one of the outstanding women 
bankers in the country.” 

The hostess concludes the tour of 
the main floor with these words: 

“The people who work on the main 
floor see the customers face to face. 
These people do much to build good 
will for the bank, but they cannot do 
it alone any more than you can produce 
a play without a good production staff 
back stage. 

“We cannot build good will or give 
good service unless accurate records 
are kept of every bank transaction. 


Everyone who does clerical work here 
has a part in the bank’s reputation for 
good service. 

“You can imagine the amount of 
clerical work necessary here. That is 
one reason why we have so many jobs 
for beginners. We have our own 
training school where beginners and 
others learn how to do bank work. 
That will be our next stop.” 

The hostess allows plenty of time 
for this part of the tour. Here the girls 
meet the staff of four teachers. The 
hostess briefly mentions that we also 
have courses in bookkeeping, in safe 
deposit work, and in savings teller 
work, but that they are not for begin- 
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ners. She mentions the stenographic 
brush-up course given the beginners 
after they have had page or messenger 
training. 

From here, they go to the operating 
departments on the sixteenth floor 
where the hostess allows more time 
than for any point visited, for here 
most of our beginners start. Before 
they enter these departments, the 
hostess gathers her group around her 
again for another brief talk which 
includes special mention of the confi- 
dential nature of our work. 

In the distribution department, they 
are shown what happens to the checks 
received on the main floor. The hostess 
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repeats the theme of salesmanship and 
co-operation. In the bookkeeping de- 
partment she saysin part: ‘““The book- 
keepers are among the chief salesmen 
of bank service. They never see a 
customer, because customers are not 
permitted to visit these departments 
unless they are on tour like you. But 
even though these girls never see a 
customer, they must always think 
about them. You can imagine what 
happens if a customer gets a statement 
that is not absolutely correct. All the 
good will so carefully built up down- 
stairs vanishes. 

“Notice the girls at the phones. 
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These girls have to be supersalesmen. 
All day they answer inquiries from cus- 
tomers as well as many they get from 
inside the bank. The girls are always 
courteous, always tactful. 

“They like their jobs because they 
are not routine. No one can ever tell 
what a customer may ask next. Usu- 
ally a customer just calls to ask about 
his balance or some such question, but 
one busy day, a customer called to say, 
‘My little girl is studying banking in 
school and she has twenty-four ques- 
tions to answer. Will you help me?’ 
One of our courteous desk girls pa- 
tiently answered every one of the 
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questions. This girl made a friend for 
the bank. She made this customer feel 
that the First Wisconsin is a good place 
to bank, and that even if it is big, it 
takes a human interest in its cus- 
tomers.” 

The tour, which usually takes about 
forty-five minutes, ends in the operat- 
ing departments. The hostess then 
takes the girls back to the lounge for 
tea or coffee, ice cream, and cake 
served by members of our cafeteria 
staff, from a table decorated with 
flowers. The hostess gathers her group 
at her station where she then tells 
them about the salary, the training, 
and advancement offered beginners. 
She outlines extra benefits such as in- 
surance, medical care, educational 
opportunities, pension plan, and the 
use of a personal checking account 
without any service charges. She also 
mentions the bank library, the in- 
firmary, and the cafeteria. She tells 
them about the recreational activities 
the Girls’ Club offers. She concludes 
by inviting each guest to visit the per- 
sonnel department for a personal inter- 
view. 

Meanwhile, the two women on our 
training school staff have joined the 
party. With them, I make the rounds 
of all the groups to meet the girls. 

When the girls leave, they are given 
a copy of the booklet to take home. 
Someone once said, “Always give them 
something to take home and show the 
folks.” It has also been said that 
87 per cent of the impressions made 
upon the brain come through the eye. 
We know the girls won’t remember all 
we've told them, so we’re glad to have 
their parents see for themselves what 
we can offer their daughters. 


T°? digress a little, we have sent a 

copy of the booklet to the parents of 
all the girls we’ve employed in recent 
years. A bank in a small town has an 
advantage over us. There one can 
probably visit with the parents. Since 
that is obviously impossible here, the 
booklet is our way of visiting with the 
Moreover, this distribution 
of the booklet is a recruiting aid, for 


| we are sure the parents will show the 





booklet to at least one neighbor. 

Anyone in the bank who wants a 
booklet may have one or several. 
Many have asked for them. We give 
a copy to each new employee now, 
along with our handbook. We have 
given copies to each branch manager, 
because often girls stop in there to ask 
about jobs. The manager can give 
them a booklet and suggest they visit 
the personnel department. 

We employ some college girls and 
this recruiting includes periodic visits 
to near-by placement directors. We 
have a tour and a luncheon for a small 
group during their spring vacation. 
The booklet cannot be used without 
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some explanation in this recruiting, 
because our training plans for college 
girls are somewhat different, but it 
does help give these girls some idea 
of what the bank is like, and again, 
gives them something to take home. 

Now some may say, “‘Will you con- 
tinue these efforts when jobs become 
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PROFIT 


(CONTINUED FROM PAGE 24) 


sharing incentive plans, and one which 
has been in operation since 1924, is the 
Service-Dividend Plan of the Industrial 
National Bank of Detroit, Michigan. 
Although the bank has studied other 
plans for merits which might be added, 
its plan has undergone no major change 
since its beginning. 

Two men who have many years’ 
experience in the administration of the 
23-year-old program, A. G. Ropp, 
vice-president and cashier, and H. A. 
Poole, vice-president and personnel 
officer, are unreservedly enthusiastic. 
*‘While our program looks complicated 
on paper,”’ they point out, “‘we believe 
that it is simple in operation and that 
every participant—and each of our 
450-odd staff members is a participant 
—understands and appreciates its sig- 
nificance for him personally.” 

Unlike most profit-sharing plans, 
which base the fund distribution 
principally on salary and length of 
service, this plan takes these factors 
into consideration only in a minor 
way. Low salaried employees with 
little service time may receive as great 
a year-end proportion of the “‘service 
dividend” as higher-paid employees. 

The plan is built around two.func- 
tions which have become routine in 
the bank. These are (1) the monthly 
setting aside of approximately 10 per 
cent of the bank’s net profits (after 
taxes and provision for contingencies) 
for the service-dividend, in the same 
manner as other reserves are set up 
each month against earnings, and (2) 
annual multiple-factor ratings of em- 
ployees. From these two factors come 
two variables. First, 10 per cent of 
bank earnings are naturally not the 
same each year, and the money value 
of the “points” by which employees 
are rated vary with earnings. Second, 
and the factor which requires careful 
analysis in both studying and adminis- 
tering the program, is the individual 
employee rating. 

The bank believes that its system of 
rating employees reduces to exact 
terms the story of each employee’s 
service, and makes it possible for him 
to receive a yearly service-dividend 
commensurate with his real service to 





scarce?” Here’s the answer: Even if 
we didn’t need clerical help, we think 
it’s good public relations to have young 
people visit the bank. Surely among 
them there will be future customers. 
We like to think they’ll say, “I'll do 
business with the First Wisconsin. 
It’s friendly there.” 
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SHARING 


the bank. As may be seen by the 
illustration of the employee rating 
card on page 24, analysis of employees 
takes into account four major quali- 
fications, and one minor factor —length 
of service. A maximum rating of four 
points each may be given to an em- 
ployee for varying degrees of initiative, 
judgment and_ resourcefulness, de- 
pendability, and responsibility. The 
money value per point varies from 
year to year with the earnings of the 
bank. A careful study of the illus- 
trated rating cards and point-system 
chart will help in understanding the 
classification methods. 

While considering this plan, one is 
likely to question the amount of time 
necessary for its administration. To 
this question, representatives of the 
bank replied, “The rating of each 
employee requires a periodic review 
by department heads, supervisors and 
the personnel department, but we feel 
that this is entirely justified by re- 
sults. Last year only two employees 
questioned the amount of their service- 
dividend. Possibly because of the 
extraordinarily high-grade employees 
found in banks, we have learned that a 
frank explanation of such an em- 
ployee’s rating raises his morale rather 
than lowers it. Any employee is free 
to discuss his rating card with the 
personnel office at any time.” 

At the Peoples Banking Company 
of Oberlin, Ohio, an Additional Com- 
pensation Plan was recently introduced 
with these thoughts: 

“Such a plan links the progress and 
future of the employees with the 
progress and future of the bank. It 
gives the employees an incentive for 
increased efficiency. By engendering 
in the employee a feeling of stability 
and loyalty to the institution he 
serves, it reduces personnel turnover 
and promotes the stability and effec- 
tiveness of the institution itself. Such 
recognition of personnel enhances the 
reputation of a bank in the com- 
munity and is considered an indication 
of enlightened, fair and efficient busi- 
ness management.” 

The plan itself gives dividends based 
on bank earnings, to all personnel con- 
nected with the bank, including direc- 
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tors. It is relatively simple. Like the 
other plans reviewed, the fund for 
sharing depends on net current earn- 
ings of the bank, after reserves and 
charge-offs. A “breaking point” of 
$1,000 in net earnings was arbitrarily 
set by the bank, a figure which would 
vary for larger or smaller organiza- 
tions. When the $1,000 net profit is 
attained for any semiannual period 
ending on June 30 or December 31, all 
additional current net earnings are 
divided as follows: 

Out of the next $1,000, 40 per cent 
is credited to the bank and 60 per cent 
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to the plan. From the next $1,000, 
50 per cent is allocated to the bank 
and 50 per cent to the plan. For each 
succeeding $1,000, a 10 per cent 
greater amount is allotted to the bank 
and 10 per cent less to the plan until 
net earnings have reached $5,000. 
From all earnings above this figure, 
80 per cent is credited to the bank and 
20 per cent to the plan. 

Eighty-four per cent of the total 
available for distribution on the semi- 
annual dates is distributed to salaried 
officers and employees. Sixteen per 
cent is paid to the unsalaried members 
of the board of directors. 

Again, like most profit-sharing plans, 
the amount distributed to each salaried 
officer and employee is ascertained by 
dividing the amount available for 
distribution to all salaried staff mem- 
bers by the total of all of their salaries 
and multiplying the quotient by the 
regular salary of the individual. Board 
members receive 16 per cent of each 
distribution in equal shares. 

According to I. L. Porter, executive 
vice-president of The Peoples Banking 
Company, there is a great deal of 
interest in the plan, although it has 
been in operation only since the 
beginning of this year. 

At the Wilmington Trust Company 
of Wilmington, Delaware, an unusual 
two-part plan is operated for all 
officers and employees who have been 
with the bank more than two years. 
In this plan, the bank contributes to 
the fund each year 15 per cent of all 
net earnings over and above 4 per cent 
of the stockholders’ funds invested in 
the bank as determined by the average 
amount of capital, surplus, and un- 
divided profits shown on the books at 
the end of each month during the year. 

The fund is divided into two equal 
parts, one designated as the Profit- 
Sharing Fund and the other as the 
Merit-Bonus Fund. The profit-sharing 
fund is awarded in cash to officers and 
employees in proportion to their re- 
spective annual fixed salaries. Awards 
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from the merit-bonus fund are deter- 
mined by the “consulting committee 
of the board” and awarded to officers 
and employees who have contributed 
in an unusual degree to the success of 
the bank during the year. While the 
shares in the profit-sharing fund are 
distributed in cash, the awards from 
the merit-bonus fund are made in 
common stock of the bank. 

“Our employees understand and 
appreciate the profit-sharing arrange- 
ment,” said Donald R. Welles, comp- 
troller, while ‘discussing his bank’s 
ll-year-old plan. “The awards, cash 
or merit, have never been allowed to 
interfere with regular adjustments in 
base salaries. In other words, the 
dividends have never been used as an 
excuse for not increasing salaries.” 

The employees of The Lincoln 
Rochester Trust Company of Roches- 
ter, New York, share yearly cash divi- 
dends in direct relationship to the 
dividend paid by the bank to its stock- 
holders. The payment of the em- 
ployee dividends is dependent upon 
special yearly action of the board of 
directors in this bank, but the distribu- 
tion has been made during each of the 
last seven years. 

According to this relatively simple 
plan, when the cumulative total of the 
dividend paid in cash during each year 
is $1.50 on an outstanding share of 
common stock, each employee receives 
one week’s additional salary. For each 


‘additional 25 cents of dividend paid in 


excess of $1.50, the employees receive 
a sum equal to one-quarter of one 
week’s salary. 

This bank says of its plan, “It is in 
recognition of the contribution which 
loyal, steady and efficient workers 
make to the success of the bank.” 


NE relatively small midwestern 

bank has an Incentive and Additional 
Compensation Plan which resembles in 
its simplicity a great many profit- 
sharing incentive plans not touched 
upon here. The president of this bank 
preferred to have his comments about 
the plan quoted anonymously. 

“If you will accept as a premise, that 
the stockholder invests his money and 
is entitled to a return commensurate 
with the risk, and that the employee 
furnishes his services at the going 
rate, an equation for co-operation may 
be established,” he said. “If this co- 
operation results in unusual profits, 
both the stockholder and employee 
should be rewarded. The question is 
one of proportion and unfortunately 
nearly every institution or enterprise 
becomes an individual problem. 

“In adopting our plan, we had in 
mind that the average clerk is not 
here for a lifetime. The junior officers 
and officers make a career of banking. 
If one might imagine an organization 
in which all of the employees would be 
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serving a lifetime, I am inciined to 
think I would not graduate the ratio 
of participation. Another angle is that 
many bank officers, ability considered, 
are underpaid as compared to men of 
equal ability in industry. With these 
thoughts in mind, I can say that our 
plan fits our particular case.” 

Under this bank’s arrangement 6 per 
cent is established as the “normal” 
return for stockholders. When the 
annual net profits—before taxes on 
undivided profits —exceeds 6 per cent 
of capital, up to one-half of this excess 
is proportionally distributed to the 
employees and officers. For officers, 
the prorating of these dividends is 
entirely dependent upon salary and 
position in the bank. Employees’ 
shares are proportionate to salaries 
and time of service. The formula for 
distribution is as follows: 


Officer directors, up to but 
not exceeding........... ...% of annual salary 
Other elective officers, up to 
but not exceeding. ...... ...% of annual salary 


Employees in service 5 years 
or over, up to but not 


CRbCMNS... Son ce es ce ...% of annual salary 


Under the plan, graduated credit is 
given employees for service time of 
one to five years. Service of less than 
one year is not credited. 

At the Bankers Trust Company of 
New York, a profit-sharing program 
was begun-in 1944 which has many of 
the characteristics of a plan already 
sketched, that of The New York Trust 
Company. Like that plan, the Bank- 
ers Trust Company program does not 
call for initial fund distributions to 
employees until 1955. 

One of the outstanding features of 


a 


the Bankers Trust plan, however, per- 
mits employees to use all or any part 
of their profit-sharing dividends for 
current purchase of capital stock in 
the bank. This is strictly an elective 
feature. If a participant does choose 
to purchase stock, the shares are held 
for his account under the deferred 
distribution terms of the plan. In the 
meantime, the participant has the 
privilege of voting proxies for his 
shares. 

To emphasize employees’ feeling of 
sharing profits with the Bankers Trust 
Company stockholders, bank contri- 
butions to the fund are made quarterly 
and each employee receives notice of 
these additions. At the end of each 
year participants are given full state- 
ments of their accounts which show 
the contributions for the year, adjust- 
ments on. revaluations, dividends re- 
ceived, payments for stock purchased 
and any other transactions involving 
changes in the balance of their accounts. 

The foregoing examples constitute 
a reasonable sampling of current bank- 
operated incentive plans. In report- 
ing them, only the major features of 
each have been covered. However, 
it can be stated in summary that 
bankers having plans in operation 
believe that advantages from their 
profit-sharing programs are evident. 
Where they have developed a plan 
technically appropriate for their own 
institution and supplemented it with 
generous publicity among employees 
and community, bankers say they 
have decreased labor turnover, have 
attracted a better class of employees, 
have minimized employee financial 
worries and are aware of an increased 
amount of community good will. 
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LOST ESTATE 


(CONTINUED FROM PAGE 25) 


would you care to have a look at it?” 

“Good gracious! Not a_ second 
should be lost. Your’s is an old 
family. Some record, some sign, 
must have been left. Will tomorrow 
morning be convenient?”’ 

“By all means, but come-—eh, 
alone!”’ 

On the following morning Director 
Clutchbill found himself standing alone 
beside the four fluted white columns 
of the old Pinard home looking down 
on Ferndale Village in the valley. 
He waited till the sound of Cashier 
John Atwood’s car faded down the 
hill road. Then he knocked with a 
measured beat of the heavy lion- 
headed door knocker. Hamilton Pin- 


ard almost immediately swung back 
the great door. 
*“*Ah-h! 


It’s good of you. All night 
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I’ve been looking forward to today.” 
Hamilton put on an old hat and 
stepped out. “‘I’ll show you first the — 
well, what I at one time thought 
might be a clue.” 

After they drew away from the great 
colonial brick home they began ascend- 
ing a gentle slope toward a little square 
of shrubbery on the crown of a near-by 
knoll. Their entry into it proclaimed 
it to be the family burial ground. 
Some six marble headstones rose four 
feet from the thick sod. Instantly 
Mr. Clutchbill fixed his gaze on one 
particular stone. 

“I see you have at once discovered 
the oddity,” said Hamilton Pinard. 
“Once I thought I knew why that stone 
faces different than the rest, but I 
reluctantly came to the conclusion I 
didn’t. I think it better not to tell 
you anything I know about it or what 
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finds that our careful ——— of modern 
record papers is worthy of the high quality 
cotton fiber. 
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I thought; it might preclude your 
better judgment. I wish you would 
examine that stone carefully.” 

Mr. Clutchbill stepped slowly up to 
it, bent down, mounted his spectacles 
and read the bold lettering. 


For thine own sake take four, 
Then four and zone no more. 
Wise be he who reads this stone, 

And rich be he who follows it ““Home.” 
1847 RICHELIEU PINARD 1927 
“Vincit Qui Fodit” 

“There are nothing but bones in the 
grave,” said Mr. Pinard in answer to 
the old director’s inquiring look. 


ME: Clutchbill had half risen when he 

noticed something on the flat top 
edge of the stone. An arrow, sharp- 
headed at the west, feathered at the 
east, ran along its entire top. 

“It points to no treasure in all these 
two hundred acres,” said Hamilton 
Pinard dispelling the quick gleam of 
discovery growing in the old director’s 
face. 

“But this gravestone faces south to 
allow the arrow on its top to point 
west,” insisted Mr. Clutchbill. 

“Precisely my opinion,” nodded 
Mr. Pinard. “Yet you can follow 
that arrow with a compass clear into 
the valley and to the crest of the 
foothill beyond, and you’ll discover 
nothing.” 

“Hm’f!’ Mr. Clutchbill sighted 
along the arrow in an opposite and 
easterly direction. 

Hamilton Pinard’s eyes widened for 
the first time as though it were some- 
thing he hadn’t thought of. 

The line of sight crossed at right 
angles the near-by hedge-grown hill 
road and carried along a side tote- 
road curving over a disused hayfield. 

“That’s the old road to Puddle 
Pond,’”” announced Mr. Clutchbill, 
pointing. 

Mr. Pinard nodded. 

For a long time the old director 
stood motionless with his gaze glued 
to it as though trying to bring back 
some lost bit of knowledge. Suddenly 
he whirled around. 

“That road runs exactly along Lati- 
tude 44 .. . I remember —I was once 
looking up some land. See here!’’ the 
old director had become so excited he 
could hardly point at the gravestone. 
“Read man! Read the verse, ‘take 
four, then four and zone no more.’ 
Those buried guineas are squarely on 
Latitude 44 . .. somewhere. I don’t 
think it to be toward the east.” Mr. 
Clutchbill bent over the arrow on the 
stone. 

Mr. Pinard was creeping forward 
with trembling legs. 

“I’m now convinced the secret is in 
that last word ‘Home’ in the verse,” 
said Mr. Clutchbill. ‘“‘Why is it in 
quotation marks?” 


“The home of the gold coin, of 
course,” said Mr. Pinard. 

“It’s more than that,” muttered 
Mr. Clutchbill shaking his head. 
“‘What are these words in French at 
the bottom?” 

“It’s Latin, our family motto. Vincit 
Qui Fodit —He wins who digs.” 

“‘Hm’f, if you know where! I wish 
I knew if this stone sits square on 
Latitude 44.” — 

*“That’s easy to determine,” nodded 
Mr. Pinard, “there’s an old astrolabe 
down in the house.” 

“Astrolabe?” 

“Yes, a little brass wheel, gradu- 
ated like a compass. It has an arrow 
you can line on the sun and obtain 
your latitude.” 

““By all means, get it.” 

While Mr. Pinard was gone Director 
Clutchbill went over the stone again 
as though he were looking through a 
magnifying glass, and he made a dis- 
covery that caused him to burn for 
Hamilton Pinard’s reappearance. 

“Look at this!’ he burst out, point- 
ing at the butt end of the arrow on 
the top of the stone the moment 
Hamilton came up. “Those aren’t 
feathers!’’ 

“Oh, I think so. It’s merely a con- 
ventional conception of the chiseler.”’ 

“IT tell you those deep indentations 
that resemble feathers have a band 
at their base. Where did your ances- 
tors live in New York State?” 

“Crown Point.” 

“Crown Point! Exactly!! That 
image is a crown standing at right 
angles to the arrow shaft butt. Don’t 
you see? ‘Crown’ at one end and 
‘point’ at the other. It points west 
to Crown Point. If those buried 
guineas haven’t been dug up, they’re 
seventy miles away at Crown Point, 
ig 


HAMILTON Pinard took a stagger- 

ing step backward. ‘“That’s what 
that last word, ‘Home,’ means in the 
verse! We'll never find them. A 
hundred sixty years have gone by. 
There won’t be even a trace of a 
cellar hole.” 

“‘We have,”’ uttered Mr. Clutchbill, 
“just one thing in our favor. Crown 
Point is a narrow peninsula. I’m 
willing to bet Latitude 44 runs across 
it. A compass will take us in a true 
line . . . the astrolabe will establish 
the line. Let’s take a bearing over 
this gravestone.” 

Mr. Pinard stepped to the stone. 
He held up the astrolabe toward the 
sun with one hand. With the other 
he turned the arrow on its face till its 
two sights caught a sunbeam through 
them. Slowly he lowered the little 
instrument and examined the reading. 

“Exactly 44!” 

A quick wave of triumph ran over 
Mr. Clutchbill’s face. “‘Crown Point 
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the first thing in the morning. I'll 
arrange.” 

The next day an old faded blue 
single-seater might have been seen 
standing among the thorn apple trees 
of Crown Point which thrusts its sharp 
peninsular into Lake Champlain. To 
one side, exactly on Latitude 44, stood 
three men in consultation. By astro- 
labe and compass they had been led 
there over the ramparts of an ancient 
fort to the faint cellar holes and fallen 
walls of an even more ancient French 
village. And now Cal Bannister, Mr. 
Clutchbill’s chum, who had conveyed 
the party and who, owing to his 
superior woodcraft, had been scouting 
had made a find. 


HE three fascinated men were lean- 
ing over an old but perfectly kept 
decorated iron fence. In a _ small 
square, surrounded by thorn apple 
trees, were ancient gravestones. On 
the gate was a plaque with these words: 


Burial Ground of French 
Village of French and 
Indian Period. 1731-1758. 


With one mind the three men entered 
the tiny cemetery and knelt on the 
sod. The little headstones hardly 
lifted their weather-beaten faces two 
feet above the ground. Some of them 
were utterly plain. On others only 
traces of letters appeared. 

With a sinking heart Mr. Clutchbill 
crept from one stone to another, each 
completely defaced. And then, sud- 
denly, on a corner one a bold letter 
faintly appeared. It was a “Z.” 
There was a long blank, then a large 
capital “P.” <A trace of a single 
vertical line followed, then a blank. 
The old director screwed his head this 
way and that to get a crosslight. 

“Mr. Pinard,” he called in a low 
voice, ““what was your ancestor’s name 
over here?” 

‘“‘Zacharie Pinard,’’ came Hamilton 
Pinard’s voice over a headstone. 

Mr. Clutchbill leaned back and 
wiped his brow. His hand came away 
welt. 

“Mr. Pinard,” he called again, “‘do 
you remember the last line of that 
verse on your father’s gravestone back 
on the Ferndale hills?’ 

“Why ... why, it was, ‘And rich 
be he who follows it ‘““Home,” ’ wasn’t 
it?” 

‘“‘Home,”’ nodded the old director. 

*‘Now, Mr. Pinard,”’ said Mr. Clutch- 
bill, standing a moment later beside 
the little headstone, “this is your 
property. Shall we dig?” 

“By all means!” gasped old Mr. 
Pinard. 

“I suggest under the stone,” gravely 
nodded Mr. Clutchbill to Cal. 

The pick and shovel bit deeper and 
deeper under the stone. Three feet, 
four feet, five feet. Suddenly the 
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shovel stopped with a grating jar. 

Cal glanced at the two men, then 
crowded his arm and shoulder into 
the hole. - 

“Feels rough like a stone,” he sent 
up in a muffled grunt. 

“Peck around it,” ordered Mr. 
Clutchbill. 

Cal went to work again. “It’s 
square,” he revealed in a faint voice, 
pawing away the dirt with his hand. 


’ He was straining now. He was 
moving something. 
“It’s heavy as lead . . . and it is 


lead,” he declared. “The _ shovel 
scratches on it say so.” 

Straining with all his great strength, 
Cal brought it over the edge, slowly 
end over end. 

~ A small leaden casket, corroded and 
black-gray, looked up at the three men. 

“Shall we break into it?’ asked 
Director Clutchbill. 

Hamilton Pinard nodded. 

Cal tapped it carefully with his pick 
point. The crusted little casket broke 
open a few inches. Mr. Clutchbill 
twisted up an edge and thrust two 
bony fingers into its interior. They 
came out with a small circular object 
in them. 

It was dull with blackish-green 
coating. The old director rubbed it 
between his palms. The shield of Old 
England stood out with regal splendor. 
Mr. Clutchbill put it in Hamilton 
Pinard’s hand. 

*“A guinea!’ he exclaimed sinking 
to the sod. 

“Guess we'd better get it safely 
home,” smiled Mr. Clutchbill five 
minutes later to old Hamilton who sat 
as one in a trance, slowly turning the 
golden coin over and over. 

“It’s come to me,” he breathed. 
‘““My old father never failed to write 
over here to Crown Point each spring. 
He was having some old acquaintance 
watch that ancient grave for him.” 

At the first telephone on the way 
back Mr. Clutchbill phoned to Cashier 
John Atwood at the Ferndale National. 

“Leave the vault open till I get 
there!’ he barked and hung up. 


"THERE was a light in the directors’ 

room that evening. On the long 
table rested fifty $1,000 rows of coins. 
Each row contained ten $100 stacks 
of British guineas of twenty-one shil- 
lings value, dated from 1663 to 1813, 
resembling in size our five-dollar gold 
piece. 

“Some may have rare dates,”’ said 
Director Clutchbill. “I may be able 
to get a premium on those.” 

“You shall have it, then ... . and 
any of the pieces you wish besides.” 
Hamilton Pinard looked down in his 
hand. “‘I still have the first one here. 
Shouldn’t we give it, and what he 
wishes, to Cal for a pocket piece? The 
world never produced a luckier one!” 
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New Customers 


Banking institutions emphasize se- 
curity, strength and tone through 
the medium of imposing interiors 
with luxurious fittings. 


However, these impressions are only 
effective within the interior, and 
serve to impress only those who are 
customers of the bank - - prospective 
customers who do not patronize the 
bank, won’t see these things. 


But, many prospective customers 
will see your checks, pass books and 
other customer forms that circulate 
throughout the community. And 
most of these will be seen within the 
community from which you hope to 
draw new customers. 


The good influence that can be 
created by carefully designed and 
expertly manufactured customer 
forms justifies the cost of providing 
your customers with check books, 
pass books and other forms that are 
the best obtainable in “impression 
value.” 


For more than 50 years we have 
specialized in designing and execut- 
ing just such good-will products. 
The advantages of our long experi- 
ence is yours for the asking. 





YOUNG & SELDEN 
COMPANY 


BALTIMORE 
NEWARK - PHILADELPHIA 


FORM 4070 








WE INVITE YOU, 


when in St. Louis, to inspect the facilities of this organization, 
which has averaged the completion of a bank contract every 
ten days for the past thirty-four years. 
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Equipment Corporcition 


OF AMERICA 


Big things have happened here at the headquarters of 
bank designing in America. These photographs give 
you just a glimpse of our recently modernized work- 
shop...our new home is a show window of the latest 
architectural trends and treatments! Other facilities 
not pictured here, include our busy mill and cabinet 
shops, our wood-working and marble plants. 


Our entire organization has been geared to accomo- 
date the heavy demands of growing banks in this 
post-war era. Here, you'll find the largest staff of 
specialized bank designers-builders in the country. 


Our current list of assignments amply expresses the 
confidence America’s bankers have in our ability. Since 
V-E day alone, 237 banks have selected us to design 
their new quarters. That’s almost one every three days! 


BANK BUILDING & EQUIPMENT CORPORATION OF AMERICA 
9th & Sidney Streets, St. Louis 4, Mo. 


America’s most experienced bank designers 





























THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 











THERE’S A NEW DAY DAWNING 
IN BUSINESS MACHINES AND METHODS 


= Business looks to Burroughs for fast, 
accurate machines to combat rising costs, 
reduce office expenses, provide more im- 
mediate information on which to base 
sound judgment. = Business knows 
that Burroughs is a single source for all the 
factors of mechanized efficiency: machines 


that do work in less time, counsel that 


applies them most effectively to the job, 
service that maintains them at peak condi- 
tion. > To fulfill its increasing re- 
sponsibility, Burroughs has stepped up the 
tempo of research and product develop- 
What’s 


going on at Burroughs today will certainly 


ment to a new all-time high. . 


serve business better tomorrow. 


WHEREVER THERE’S BUSINESS THERE'S 
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